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Brokers 
Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 6,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 


The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.” —Charles Dickens. 


The question of the availability of mortgage money during the 
coming year is uppermost in the minds of all realtors, builders and 
those concerned with the real estate industry. In this issue we have 
several articles dealing with various aspects of the matter, revealing 
the wide divergence of opinion held by people concerned. 

The raising of the NHA rate from 5% to six per cent certainly will 
please many who have been urging such a move. It’s a moot point 
whether it was done solely in response to pressure from the builders. 
This seems unlikely. If the government has entered upon its tight 
money policy with full realization of its effects and with a sense of 
necessity (and it would be irresponsible for them to have done it other- 
wise), then pressure from however prominent a lobby would not likely 
change their original views. It is even more unlikely that the credit 
restraint is deliberately being eased. The time has not come for that 
yet, as anyone who has studied the problem from all angles can see, 
however reluctantly. 


What is more likely is that government officials have weighed the 
two opposing sets of facts. Unaccustomed freedom in the money mar- 
ket has enabled it to find its own price—a price too high for most 
people’s taste. As a result, capital expansion in housing has suffered 
and will suffer more, along with other types of expansion whose delay 
will help alleviate the inflationary pressures. 

A rise in the NHA interest rate means that housing will be able to 
compete for what investment money there is, and in fact there were 
many indications that an additional half of one percent would provide 
the necessary stimulus. It has been suggested that the original govern- 
ment credit restraint was, deliberately or not, singling out housing for 
special punishment. It is probably nearer the truth to admit that the 
credit restraint was a blanket one, and it has since been realized that 
special treatment is necessary for housing. In other words, a prejudice 
in favor of it cannot be avoided. 


So the government has weighed these two sets of facts and finds 
that though the increase in the NHA rate will doubtless be inflationary 
to some degree, the response to necessity could not be avoided. 


* * * * * * * * * * 
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B What Does Public Relations 
Really Mean for a Realtor? Ii 


I have been asked to write on ‘“‘pub- 
lic relations and advertising within 
a real estate firm’. It is my sincere 
hope that I may make some contri- 
bution to your awareness of the im- 
portance of these functions in meet- 
ing the challenges of our profession. 


Good public relations result not 
only in increased earnings, but also 
give us peace of mind. This comes 
from knowing we have built a busi- 
ness which not only is profitable from 
a financial point of view, but in which 
we can take pride because we have 
built it on a sound foundation of in- 
tegrity and reliability. We will only 
accomplish this if we have a genuine 
desire to give the very maximum in 
service. For what else have we to sell 
other than service and advice? 


I would like to deal with these two 
subjects separately. Although they 
are very closely related and each has 
an effect on the other, I feel that pub- 
lic relations is something within us 
and is earned rather than bought, 
while advertising is more tangibly 
external, and is purchased. 


What Is It? 


What is public relations? I think 
it is the result of the opinions and 
feelings one individual or group of 
individuals have toward us, either as 
individuals or as a firm. You and I 
have our own public relations as well 





— 





320 Bay St., Toronto 





x 
By STAN MELTON 


Past-President, Alberta 
Real Estate Association 


as any firm. I think public relations 
is a fact or conclusion. It is the sum 
total of what the public thinks of us 
or our firm, and it adds up to be either 
good or bad. 


Se hme emagenyy 


Why do I say it’s a fact or conclu- 
sion and a result of opinion or feel- 
ings? Because it is the way the pub- 
lic feels toward us. The public either 
like us and has confidence in us, or 
they dislike us and do not have con- 
fidence in us. Public relations could 
just as easily be called public confi- 
dence. These are opinions or impres- 
sions and are caused either by the 
direct dealings an individual or group 
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has had with us, or those impressions 
which have been passed through 
others. 


Good PR 


Let us consider what causes good 
public relations. Remembering that 
public relations is the result of the 
opinions or feelings of an individual 
or group of individuals towards us, 
I would say that they are influenced 
by: 


2) Appearance—of the firm’s per- 
sonnel, office, advertising signs, cars, 
etc. Are they pleasing or displeasing? 


2) Personality—of the firm’s per- 
sonnel. Friendly, cheerful, courteous, 
optimistic and sympathetic? 
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3) Interest—of the firm and its 
personnel. Were they sincerely inter- 
ested in my welfare? Did they do 
everything in their power to sell my 
property or to find property for me 
to meet my needs and means? 


4) Integrity and reliability of the 
firm and its personnel. Did they keep 
their appointments? Did they live up 
to their promises and committments? 
Was the property as represented or 
advertised? 

5) Service of the firm. Did they 
advise me in advance of showings, 
bring qualified purchasers, keep me 
informed of interested prospects or 
offers? Did they take me to my soli- 
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citors, arrange for light and water 
deposits? Did they aid with moving 
arrangements and generally help out 
with the little details and problems 
connected with a real estate trans- 
action?. 


6) Finally, when the deal was com- 
pleted, were they still sincerely and 
genuinly interested in me? Did they 
call around to chat and see if I was 
really and truly happy and satisfied? 

7) Did the firm and its personnel 
throughout and after the transaction 
try to do that little bit more and go 
that extra mile? Did they really 
treat me the way I wanted and liked 
to be treated? 


If a firm and its personnel can 
score reasonably well on these points, 
then I would say that firm has estab- 
lished good public relations and those 
people who have dealt with such a 
firm have confidence in and good will 
for the firm and its personnel. From 


most faith, confidence and pride in 
our country, in our business and in 
our fellow man, as well as in our 
own ability to give the service and 
satisfaction that the public desires. 


This, coupled with a burning desire 
to render service, will enable us to 
build a profitable, secure and sound 
business. 


I would like to command the three 
guiding principles of our firm to your 
consideration: 

1) You must give to receive. 


2) Anything, to be good, must be 
mutually good. 


3) The Golden Rule: “Do unto 
others as you would have done unto 
you.” 


Advertising 
The subject of advertising could be 


discussed at great length, and many 
volumes have been written on it. 


Effective public relations and 


advertising start 


this streams a continuous and ever- 
increasing volume of business. 


Poor Public Relations 

Poor public relations are caused by 
the unhappiness or dissatisfaction 
some person or persons have experi- 
enced or heard of others experiencing 
in dealings with that firm or individ- 
ual. 

You will find that poor public re- 
lations are caused by a laxity or ne- 
glect in the part of the firm or in- 
dividual in any of the above points 
for good public relations. 

Today in North America, as never 
before in history, people are led by 
their own opinion and consent. They 
are their own masters, guided by their 
own feelings. The command of the 
king or tycoon is no longer automa- 
tically obeyed. People think and 
form their own opinions and it is 
now necessary to obtain the accep- 
tance—if not the whole-hearted sup- 
port—of the public to be successful. 

And now, more than ever, because 
of increasing competition and an even 
more educated and thoughtful public 
and our own interest in our own wel- 
fare, it is doubly important that we 
instil in the people we meet a feeling 
of confidence and goodwill. This can 
be done only by showing and proving 
a sincere interest in our clients’ wel- 
fare and giving the maximum in ser- 
vice and satisfaction. 


That sincerity can only be accom- 
plished by having, ourselves, the ut- 
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at grass-roots 


However, I would like to discuss ad- 
vertising as it affects the public rela- 
tions of the real estate firm. 


Public relations is the result of the 
opinions of an individual or group of 
individuals. Advertising plays a very 
important part as it is something very 
easily and quickly appreciated by the 
public; and that appreciation has 
either a good effect or poor effect on 
the mind of the public in forming 
their opinions of a firm. 


As we are desirous of creating a 
good opinion in order to have good 
public relations, I would say that the 
advertising of a real estate firm 
should be: 


1) Well thought-out and planned. 

2) Friendly and cheerful. 

3) Informative and factual. 

4) Interesting and different. 

5) Optimistic and encouraging. 

6) Absolutely truthful. 

The advertising of a real estate 
firm that meets the above test is 
bound to appeal to the public and 
will develop confidence and respect. 
It develops respect because it shows 
ambition, initiative and a willingness 
to give service and satisfaction: The 
spending of the realtor’s own dollars 

what better proof could you want? 

It develops confidence because it 
overcomes ignorance and familiarizes 
the public with the firm. When you 
destroy ignorance, you destroy fear, 
and when you destroy fear you create 
confidence. 


House Prices to Rise, 
says CAREB Past 


President Patterson 


A rise in the price of houses of 
from three to five per cent is looked 
for in 1957 by Roy A. Patterson of 
Montreal, immediate past president 
of C.A.R.E.B. 


There is a sustained demand for 
housing, in Mr. Patterson’s opinion, 
but its satisfaction is being frustrated 
by rising building costs and lack of 
money for National Housing Act 
mortgages. He sees fewer but higher 
priced houses built during the com- 
ing year. Thus, he thinks the value 
of existing dwellings will increase. 


Pointing to the decline to the dol- 
lar’s purchasing power over the past 
five years, he says, “‘There’s no doubt 
that investment in a home of its own 
is the best safeguard any family can 
have against inflation.” 


Needy Being Neglected 

It’s unfortunate, he continues, that 
more houses are not being built for 
people of average means. To be eco- 
nomically priced, such homes have to 
be constructed in groups or projects 
big enough to take advantage of mass 
production techniques. These oper- 
ations depend to a great extent on 
National Housing Act financing. 


“The fact is’, Mr. Patterson ex- 
plains, “‘that banks and other lending 
institutions want a more profitable 
return than they are getting on this 
investment. The interest rate in NHA 
mortgages is set by the government 
at 5% per cent, while the unrestric- 
ted rate on conventional mortgages 
is now between 6% and seven per 
cent. Naturally, if other considera- 
tions are equal, investors prefer a 
higher yield to a lower one.” 


This does not help to get houses 
built for the people who need them 
most. One solution, in Mr. Patter- 
son’s opinion, is for the government 
to bring the NHA rate more in line 
with interest rates generally prevail- 
ing as a result of its tight money 
policy. 


Visiting golfer (at first tee as he 
made a wild swing, completely miss- 
ing the ball): “Boy, it’s a good thing 
I found out right at the start. This 
course is at least two inches lower 
than the one I usually play on.” 





Maisons de Deux a Quatre Logements 


The following article is based on a talk 
delivered in November last before a group 
of Quebec mortgage men, builders, and 
realtors. The author is mortgage inspector 
for the Sun Life Assurance Company of 
Canada in the eastern part of Quebec 


province. He is a senior member of the 
Society of Residential Appraisers, member 
of the Quebec Real Estate Board and of 
the Community Planning Association of 


Canada. 


L‘an dernier nous avons tous écouté 
une conférence fort intéressante de 
Monsieur Robert Mailloux sur la mai- 
son a deux logements. 


En vous parlant des maisons de 
deux a quatre longements je n’es- 
sayerai pas d’aller plus loin que lui 
dans ]’évaluation des résidences mul- 
tiflamiliales. L’évaluation des mai- 
sons a trois et quatre logements dif- 
fére peu de celle des duplex. Ce sont 
encore les trois approches—reproduc- 
tion, capitalisation, marché—dqui con- 
duisent 4 une opinion sur la valeur, 
et cet aspect de l’affaire a été traité. 
C’est plut6t au point de vue du pré- 
teur que je vous dirai queques mots 
sur les maisons de deux a quatre 
logements. 


Caractéristique Principale 

Celles-ci partagent avec les maisons 
seules la caractéristique d’étre pres- 
que toujours occupées par leurs pro- 
priétaires. Comme les conciergeries 
elles sont évidemment des maisons de 
rapport. Malgré les points en commun 
que je viens de noter elles n’appar- 
tiennent tout a fait ni a la catégorie 
des maisons seules ni a celle des con- 
ciergeries. Disons que les maisons de 
deux 4 quatre logements sont les ca- 
dettes de la famille des conciergeries 
et que leur caractéristique principale 
est leur propriétaire, généralement 
un propriétaire occupant. 


Les maisons de deux a quatre loge- 
ments n’ont habituellement pas plus 
que trois planchers, y inclus celui du 
sous-sol. Leur dimension rend physi- 
quement possible leur entretien par 
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Par L. A. Barette 


un propiétaire occupant ayant tant 
soit peu de force, d’habileté et de 
loisirs. C’est cette particularité qui 
attire sans doute vers ces propriétés 
beaucoup d’hommes désireux de se 
gagner une maison assez considérable 
en se chargeant eux-mémes de l’en- 
tretien, des réparations courantes, et 
de l’administration. 


La soif du gain est une premiére 
considération du propriétaire occu- 
pant d'une maison de deux a quatre 
logements. Certains hommes qui y 
sont moins sensibles ou l’ont partiel- 
lement apaisée se contenteront d’ad- 
ministrer et de surveiller la maison 
de deux a quatre logements qu’ils oc- 
cupent a titre de propriétaires. Ces 
bourgeois qu’on rencontre surtout 
dans les maisons et quartiers cossus 
paieront des employés ou locataires 
pour voir a l’entretien et aux rép- 
arations. 


L’endurance est une autre qualité 
requise du propriétaire occupant de 
maison de deux a quatre logements. 
Celui qui fait tout le travail fournit 
un effort mental et physique pendant 
des années tout en se privant souvent 
d’amusements, sorties, et sports. Par- 
fois il doit aussi subir le bruit de ses 
locataires et divers tracas. Le pro- 
priétaire occupant qui se limité a 
l’administration et a la surveillance 
partage la situation de son confrére 
a cet égard tout en sacrifiant la mai- 
son unifamiliale qu’il serait en mesure 
d@’habiter. 


Au point de vue financier le pro- 
priétaire occupant désireux d’emprun- 
ter sur une maison de deux a quatre 
logements doit avoir une bonne répu- 
tation de crédit et un revenu stable. 


Il doit posséder la mise de fonds 
nécessaire, qui varie beaucoup selon 
le coat de la propriété et le prét 
disponible. 


On semble rencontrer plus de gens 
n’ayant pas les fonds suffisants a in- 
vestir parmi ceux qui songent a une 
maison de deux a quatre logements 


que parmi ceux qui envisagent une 
maison seule. Il s’en trouve, ne pos- 
sédant pas la mise nécessaire pour 
financer la plus modeste des maisons 
seules, qui ambitionnent un deux ou 
trois logements. Quand on les ques- 
tionne et on cherche a découvrir leur 
pensée la réponse est souvent: “Je 
veux faire un placement”. Un place- 
ment composé de leurs réves et de 
l’argent du prochain. 


En théorie le revenu minimum de 
l’emprunteur que nous étudions dev- 
rait étre suffisant pour pourvoir a 
ses besoins personnels et familiaux, 
payer les frais d’exploitation de la 
propriété—taxes, assurances, chauf- 
fage, réparations, etc—et acquitter les 
mensualités de capital et d’intérét. 
Tout cela sans tenir compte des loyers 
qu'il recoit, car & un moment ou 
l’‘autre pendant la durée du prét ces 
loyers peuvent faire défaut en tout 
ou en partie. 


Trois Cas 

Sur cette base, en établissant a 
$4,000 par année les besoins person- 
nels et familiaux, ce qui n’est pas 
extravagant, voyons ce qui arriverait 
dans trois cas réels et pas anciens. 
1—Duplex - Ste Foy, Québec 

Besoins personnels et 





familiaux $4,000 
Frais d’exploitation 835 
Versements d’un an 1,149 
Revenu exigé $5,984 
2—Trois logements - Limoilou Est, 
Québec 
Besoins $4,000 
Frais 900 
Versements $1,131 
Revenu exigé $6,031 
3—Quatre logements - Belvédére, 
Québec 
Besoins $4,000 
Frais 1,560 
Versements 1,538 
Revenu exigé $7,098 
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- 





Pour les deux logements une régle 
assez arbitraire mais inspirée par la 
prudence exige que le revenu annuel 
de l’emprunteur, excluant les loyers 
recus en argent de la propriété, soit 
au moins le triple du service annuel 
de la dette—frais d’exploitation plus 
12 mensualités. Jusqu’a un certain 
point cette régle est applicable aux 
trois logements, mais en haut de 
trois devient trop sévére. Pour le 
deux et le trois logements mentionnés 
tout a l’heure la régle du triple abou- 
tit & des revenus presque égaux a 
ceux qui furent estimés en détail. 
Pour le quatre logements le résultat 
est beaucoup plus élevé que le revenu 
exigé, ce qui est normal. 

Revenu demandé Différence avec 
par la régle du revenu exigé 
triple cidessus 


Duplex- 
Ste Foy, 
Québec $5,952 
Trois 
logements— 
Limoilou 
Est $6,093 
Quatre 
logements— 
Belvédére $9,294 + $2,196 
En réalité les revenus des trois 
emprunteurs en question dépassent 
tous les chiffres donnés. Que ce soi- 


—$ 32. 


+$ 62. 


GO WEST 


TO INVEST 


ent des hommes disposant de tels 
revenus qui aient choisi d’acquérir 
ces propriétés est en quelque sorte 
une confirmation des estimés et de la 
régle. 


Si le prét est fait 4 un construc- 
teur vendeur (merchant builder) 
celui-ci devra pouvoir tenir le coup 
si la vente retarde, et un contrdle 
par le préteur du choix de |’acheteur 
devra avoir été prévu. 

Par la suite si la propriété doit étre 
revendue, en autant qu’elle est de 
qualité, terme qui sera expliquée plus 
loin, je crois probable qu’elle attirera 
un autre propriétaire occupant du 
genre voulu. 


Ces exigences au sujet du revenu 
du propriétaire occupant peuvent 
paraitre extrémes. En pratique, vu 
que le propriétaire occupant réduit 
les frais d’exploitation par son tra- 
vail, qu’il ne faut pas étre trop pes- 
simiste sur l’avenir des loyers, et que 
le solde du prét diminue d’année en 
année, plus vite espérons le que la 
valeur de la propriété, les exigences 
sont parfois adoucies. Les préteurs qui 
peuvent étre le plus accommodants a 
cet égard sont ceux du type Caisse 
Populaire, opérant dans un territoire 
restreint ot. plusieurs membres peu- 
vent plus facilement se connaitre. 






AND WHEN IT COMES TO REAL ESTATE INFORMA- 
TION AND ADVICE ABOUT WESTERN CANADA 


We are in an excellent position to provide the most accur- 


ate data on all phases of the business. As a large, sound 


Real Estate House we are constantly dealing in mortgages, 


investments, insurance and sub-divisions in this fast moving 


area. We have complete information on office buildings, 


homes, industrial properties, building lots, revenue proper- 


ties and sub-division developments. 


Hope to see you here Oct. 21-23 at the C.A.R.E.B. convention. 


BOULTBEE SWEET & COMPANY LID. 


555 HOWE STREET, VANCOUVER, B.C. 


Quant a la propriété il faut qu’elle 
soit batie 4 un endroit propice. Les 
qualités d’un bon site sont assez con- 
nues pour me dispenser d’y revenir et 
il en est de méme des qualités génér- 
ales d’une bonne maison. 


Quelques Points Particuliers 
Je vous rappellerai seulement quel- 
ques points particuliers 4 une maison 
a logements. L’apparence extérieure 
doit étre de bon gout et la division 
intérieure de nature a plaire a la 
majorité des locataires capables de 
payer le loyer approprié. Un _ pro- 
priétaire de maison seule peut se ré- 
signer a certains défauts de son loge- 
ment mais ceux qui louent ne sont 
pas attachés comme lui; s’ils se trom- 
pent dans leur choix, surtout aprés 
s’étre montrés difficiles, a l’expiration 
du bail ce sera bonjour. La cuisine 
doit étre bien aménagée et équipée. 
Le sous-sol doit contenir de l’entre- 
posage assez spacieux, bien disposé et 
éclairé et d’accés facile pour les loca- 
taires. La tuile céramique dans les 
chambres de bain et le terrazzo dans 
les vestibules et escaliers sont indiqués 
pour résister a l’usage plus intense. Un 
casier pour les carosses prés de l’entrée 
est recommandable. On doit s’occuper 
(Continué sur page 26) 


Please write: 
EASTERN DEPARTMENT 


Boultbee Sweet & Co. Ltd., 
555 Howe Street, 
Vancouver, B.C. 

Ph: PAcific 7221 


PH: PAcific 7221 
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I'm PROUD To Be a Realtor! 


In this article a well-known realtor points with 


justifiable satisfaction to the opportunities 


for personal and public good 


found in the real estate profession 


(A condensation of an address given by 
W. FRANK JOHNS, executive secretary 
and past president of the Calgary Real 
Estate Board, at the 13th Annual Convention 
of the Canadian Association of Real Estate 
Boards in Halifax, Nova Scotia, October, 
1956.) 

One of the most encouraging 
trends in our business in recent years 
has been the influx into real estate 
of a high type of young man—in- 
telligent, well-educated and _ well- 
mannered. It is indeed heartening to 
feel that real estate is rapidly gain- 
ing public approval, and can, on its 
own merits, attract these highly de- 
sirable individuals. 


Many young men, however, have 
mentioned to me that while a good 
number of realtors are working dili- 
gently to improve the status of real 
estate and to achieve professional 
standing, it is quite obvious that the 
majority of real estate agents and 
salesmen display no real feeling of 
pride in their chosen line of work— 
some, in fact, are inclined to be 
rather apologetic about it. 


Is there then any real basis for a 
deep and abiding pride in our busi- 
ness? 


During the past few weeks, follow- 
ing the receipt of invitations to ad- 
dress two meetings of State realtor 
conventions in the United States, I 
have given a great deal of serious 
thought to the vast changes that are 
taking place in real estate: the C.I.R. 
degree so recently established, our 
national magazine, the University 
training set up in several provinces, 
and the strides that have been taken 
toward full professional status for 
the realtor. I must agree, however, 
that in spite of all this, the conten- 
tion that many real estate men do not 





By W. FRANK JOHNS 


Secretary-Treasurer, 
Alberta Real Estate Association 


take sufficient pride in our life’s 
work is true to some extent, and so 
I would like to make this declaration 
—‘“I am proud to be a realtor”. 


For many years now The Canadian 
Realtor has carried on its masthead 
these words of Charles Dickens: 


“It is well for a man to respect 
his own vocation, whatever it is, 
and to think himself bound to 
uphold it and to claim for it the 
respect it deserves.” 


But I suggest to you that it is not 
sufficient to be proud of one’s pro- 
fession merely for the sake of pride 
itself. There must be certain basic 
and fundamental principles inherent 
in the business that one can admire, 
that one can hold and cling to, and 
these are what I would like to con- 
sider. 

In thinking back, I believe that 
realtors, more than any other group 
of citizens that come to mind, are in- 


variably a strong force for good in 
their communities. 


Let me illustrate. The average 
man in some other line of endeavor 
travels from his home to his place of 
business daily, and on occasion he 
may with his family drive around his 
home town and observe the progress 
being made. He may read about the 
problems of his city in the daily 
newspaper, but generally speaking he 
has very little concrete knowledge of 
the overall concerns of his city, 
other than those in his own area, of 
course, which might _ specifically 
affect him. 


Contrast this, however, with the 
realtor who, in the very nature of 
his work, must know the city and its 
environs intimately. The realtor is 
aware of the need for additional 
schools; the extension of necessary 
public utilities and services such as 
light, gas, sewer, the expansion of 
public transportation and so on. 


Aware of Urban Problems 

The realtor is aware of the trends 
to the suburban areas not only of 
people, but of shopping centres. He is 
acquainted with the ever-increasing 
concerns of the downtown business 
area, including high taxes, assess- 
ments and rentals, the lack of ade- 
quate parking. In many cities, Down- 
town Business Associations have 
been formed to lure the shoppers 
back downtown, and these groups 
have called on the realtor for advice 
and assistance in acquiring parking 
space. 


The realtor is fully aware of those 
areas in his city which are going out 
of fashion, which are declining in 
value and may become a blight or a 


slum problem, perhaps leading ulti- 
mately to condemnation and expro- 
priation. 


The realtor understands the prob- 
lems caused by the flow of people 
from rural areas to the cities. During 
the war the farmer was forced to get 
along with a minimum of help. Today 
he can farm large areas of land with 
the aid of modern machinery, and the 
sons and daughters are flocking 
steadily to the amenities and con- 
veniences of the cities. 


This trend to the heavily popula- 
ted areas has further been accelera- 
ted by the numbers of displaced per- 
sons and immigrants from abroad 
taken in by Canada; and the realtor 
is acutely aware of his city’s prob- 
lems with respect to the necessity of 
securing a balance of attractive in- 
dustry to provide employment for all 
these new town dwellers. 


Understands Individual 

But not only does the realtor un- 
derstand the problems of his city, he 
understands the problems of its citi- 
zens. Because he is dealing with the 
public’s life savings, because he is 
instrumental in arranging for the 
largest single purchase that the 
average individual ever makes, his 
home, the realtor is keenly aware of 
the financial problems of his fellow- 
citizens. He knows the availability of 
cash; he is alive to the rise and fall 
of rents through the revenue-pro- 
ducing properties he manages; he is 
acquainted with the availability of 
mortgage monies, the changing poli- 
cies of the local banks. 


In short, the realtor, more than 
any other single member of his com- 
munity, is intimately acquainted with 
all the problems of his city and of 
its people. 


The realtor for all of these reasons 
is invariably a civic-minded indivi- 
dual with a highly developed social 
consciousness. You will find a large 
number of realtors serving the pub- 
lic and their communities as active 
leaders in the Board of Trade; the 
Chamber of Commerce, service clubs 
such as Rotary and Kiwanis, Home 
and School organizations. Realtors in 
many cities are prominent on City 
Council as Aldermen, Mayors, and 
they serve as members of the legisla- 
ture and so on. 


It is my firm belief, therefore, that 
the realtor is a solid, responsible and 
respected citizen — not only fully 
aware of the needs and conditions of 
his community, but one who is pre- 
pared to do something about it, and 
if necessary, lead the way. 
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I am proud to be a realtor because 
of my independence. 


In the main, the real estate busi- 
ness is run by real estate men with 
an absolute minimum of government 
control, government interference and 
government protection, and it is 
operated in a way that is definitely 
in the public interest. 


A close study of the various pro- 
vincial real estate licensing Acts in 
Canada will show that responsible 
legislation has been, and is con- 
tinuing to be introduced by realtors 
for the purposes of raising the 
standards of the business and pro- 
tecting the public. 


Such legislation now on our books 
and contemplated, is in every way a 
declaration of our firm belief in the 
principles of free enterprise and clean 
competition. 


In these days of government sub- 
sidies; when we read of certain pro- 
ducts being prohibited for sale in cer- 
tain areas of our country; when we 
read of floor prices under certain 
items; when we read of the govern- 
ment buying surplus foodstuffs and 
in some countries then destroying 
them; when we read of guaranteed 
annual wages and all the rest of it 
(and perhaps some of these things 
are good and necessary) it does seem 
to me that many of us in Canada 
have lost to some extent the spirit of 
adventure and the spirit of competi- 
tion. We want more and more pro- 
tection from the cradle to the grave; 
we want to be safe. 


In one city I visited recently the 
taxi drivers were importuning the 
City Council to bring in by-laws re- 
stricting the number of cabs to so 
many per thousand people; other 
cities have had requests to limit the 
hours a store can remain open, even 
though the maximum hours of labor 
for individuals is not violated; other 
cities have been petitioned to restrict 
the number of gas stations to elimi- 
nate competition. 


Free to Make Good 

But, thank heaven, the realtor is 
still free and unfettered—he is still 
prepared to compete for business in 
a highly competitive field—perhaps 
the most competitive in the country 
today. He is still prepared to work 
on commission with the full realiza- 
tion that his final yearly income and 
the standard of living he can achieve 
for his family rests solely on his own 
abilities, his acquired knowledge, his 
innate ingenuity, and his own damn 
hard work! I admire him for it—let’s 
keep it just that way. 


I am proud to be a realtor because 
a real estate man is primarily a 
salesman. Unfortunately, salesmen as 
such are a much-maligned group; 
they are often referred to as “huck- 
sters” and other names of opprobium. 


Salesmen Vital Asset 

But let’s think about this for a 
minute. Where would Canada be to- 
day without salesmen? Canada’s 
enormous productive capacity would 
be of little avail without someone to 
market the products—without sales- 
men to travel the country and, in 
fact, the world to sell those goods. 


If you will concede, then, that 
salesmen are important, and an in- 
tegral and vital asset to our country, 
let’s go one step further and admit 
that real estate salesmen are the 
world’s best salesmen. 


If you want proof of that, then 
consider that real estate men sell a 
high-ticket item — and yet 65 per 
cent of all Canadians own their own 
homes as compared to 58 per cent in 
the United States. Isn’t this in itself 
evidence of a tremendous selling job 
well done? 


Real estate men have sold Canada 
to Canadians—they have sold them 
on the desirability and necessity of 
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Real estate selling combines all the best aspects of 
a fruitful career, while performing a public service 


owning their own homes—their own 
piece of land—of owning an actual 
stake in their country. 


Real estate men sell land, the 
factories, but more than that they 
sell the idea of land development— 
of suburban shopping centres—of 
moving to the suburbs for a quieter, 
happier life. They sell our way of 
life. 


Sell? The real estate man sells 
Canada—There is nothing bigger! 
There is nothing finer! 


I am proud to be a realtor because 
it is one of the world’s oldest pro- 
fessions. 


Ancient and Honorable 

The real estate profession is not 
only an ancient one, it is an honor- 
able one. There has always been a 
need to buy and sell and rent land 
and the buildings on it. There has 
always been a need for a real estate 
man, the third party—the inter- 
mediary, and there always will be. 


The population of the world has 
actually doubled in the past 35 years, 
and yet we have no more land to 
house and feed this increasing popu- 
lation. 


In Canada, we have so much land 
we are not conscious of the fact that 
there might ever be a shortage. But 
when it is necessary to put all avail- 
able land to the highest and best use 
(to borrow a phrase from the ap- 
praisers) then what better or more 
qualified people to accomplish this 
task than the trained realtor? 


I am proud to be a realtor because 
of the whole-hearted acceptance right 
across the country of the co-opera- 
tive method of selling real estate. In 
spite of the fact that this is a 
tremendously competitive business, it 
has been found to be possible in cities 
large and small for us to work to- 
gether to an ever-increasing degree. 


Back in Calgary, our Board now 
represents 94 per cent of the almost 
600 agents and salesmen in a metro- 
politan area of some 180,000. The 
co-op has enabled us to set up and 
maintain Board offices with an an- 
nual budget of close to $100,000. We 
maintain a library; operate a group 
insurance fund; conduct a co-ordina- 
ted public relations program; estab- 
lished university training available 
to the public as well as to personnel 
within the frame-work of our busi- 
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ness. These and many other forward 
steps have been possible and realized 
through the establishment of a 
Board-operated co-op method of list- 
ing and selling real estate. 


Something in Common 


All the good intentions in the 
world never drew the vast majority 
of realtors together. The co-operative 
system gave realtors something in 
common—the sharing of listings and 
the sharing of experiences. It has 
enabled and encouraged them to be- 
come friends and indeed to become 
partners in the real estate business 
and still retain their individual iden- 
tities. It has enabled us to control the 
business—to raise the standards of 
our business. But if none of these 
things had been accomplished it 
would still be one of the most im- 
portant steps forward we have ever 
taken because, setting aside all of 
these things, it has enabled us to 
provide a better service to the buying 
and selling public. And after all, that 
is why we are in business. 


And so I urge you to give con- 
sideration to proud and enthusiastic 
participation in a co-operative listing 
system. It was suggested to me by 
someone here at the convention that 
co-op limits competition. Nothing 
could be more erroneous—it fosters 
competition! But the competition 
now is a healthy, vigorous, clean and, 
above all, regulated competition. 


There are many other reasons why 
I am proud to be a realtor, but most 
important I am proud to be a realtor 
and a member of a real estate 
Board because although it is an old 
established profession, above all else 
it is a business with an undeniably 
bright future. 


The young man entering real 
estate today need have no fear for 
the future of his chosen line of work. 
There are more opportunities in real 
estate today than ever before. 


We are inclined to think of our 
business primarily as the selling of 
houses, and most of us do, in fact, 
start out in that way. But this is 
truly the age of specialization; the 
horse and buggy days are over in our 
business. Just as the general prac- 
titioner in medicine is giving way to 
the specialist, so too in real estate is 
the field so vast and intricate today 
that no one can expect to be an ex- 
pert in all fields of real estate. If 


you know a little about only one or 
two phases or facets of the business 
you are indeed fortunate. 


Today a man or woman has the 
choice of branching out in the many 
fields of real estate practice — ap- 
praising, farm sales, mortgaging and 
financing work, percentage leasing, 
lease-back work, building, admini- 
strative and executive side of real 
estate, real estate law, condemna- 
tion and expropriation work, real 
estate research, commercial and in- 
dustrial sales, residential sales, 
revenue producing property, property 
management and_e rentals, _land- 
gathering and subdividing, trade-in 
specialization, property consultant. 


Education Readily Available 


There are literally hundreds of 
well written manuals and books on 
all phases of the business. University 
courses are being conducted in many 
provinces now; night school classes, 
summer seminars, conventions and 
conferences are on a continuing basis. 
In the United States more than 150 
colleges provide courses in real estate 
principle and practice, and in 49 of 
those universities, real estate is a 
major field of study. 


In a country such as Canada, the 
future for men and women in real 
estate is unlimited. Any limitation 
that exists is only that placed by the 
man himself on himself. 


Organized real estate in Canada 
has truly come of age. The past five 
or 10 years have seen more advance 
in our business than in the previous 
200 years, and yet we merely stand 
on the threshold! 


The next 10 years hold even great- 
er promise. The public is now ready 
to accept us for what we aspire to 
be—a professional body. It is up to 
each and every one of us to improve 
our business and to earn and de- 
serve and maintain the respect and 
confidence of the people of this 
country. 


The future is truly ours for the 
taking; let us ensure we are fully 
worthy to stand beside the other pro- 
fessions. 


I sincerely hope to be a part of 
the further growth and development 
and the ultimate complete pro- 
fessionalization of our business. 


I am proud to be a realtor—I hope 
you are too! 


Title Insurance Available in 
Canada at Last 


There are a lot of things we take 
for granted, and one of them is the 
feeling of certainty when we pur- 
chase a property and everything is 
signed, sealed and delivered, that it 
is indisputably ours. We assume that 
the title has been searched and that 
any possible flaws in it have been 
unearthed by our lawyers; we are 
confident when we get the lawyer’s 
OK that there will be no slip-up. 


Maybe we take too much for 
granted. Lawyers are the first to ad- 
mit that there are possibilities of 
error, even though a title has been 
most thoroughly investigated. Mis- 
takes may originate, for example, at 
the registry office—and when this 
happens no amount of searching will 
reveal the wrong information which 
has been embodied in the records. 


For many years most real estate 
transactions of any size in the U.S. 
have been protected by title in- 
surance. It has come to be regarded 
by U.S. investors as a “must”. A firm 
undertaking a big apartment project, 
for example, would not think of pro- 
ceeding beyond the land assembly 
stage without insuring the titles of 
the properties purchased. If any one 
of these proved defective, and if this 
did not come to light until after 
building operations had commenced, 
the developers might find themselves 
in danger of losing virtually all the 
money invested. To avoid such a con- 
tingency they gladly pay a premium 
to guarantee that should any defect 
in a title come to light, their invest- 
ment in the undertaking will not be 
jeopardized. 


Title Challenge Can Bring Loss 
Sometimes it is not the flaw in a 
title which costs the owner money, 
but the mere fact that a title is 
challenged. If the title is insured, the 
purchaser of the property has no 
worries in the event of this happen- 
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Mortgagees and home owners now able to protect 
investment in case of title flaws — protection 


also from challenges 


ing; but if it isn’t he may find himself 
hamstrung in the operations until the 
title has been cleared in court. 


The value of title insurance in ob- 
taining mortgage money is _ self- 
evident, for it obviously eliminates 
one of the risks lending institutions 
are called upon to take. In some 
cases provision of title insurance has 
been a major factor in enabling a 
developer to obtain mortgage money, 
for it has established him as depend- 
able and farsighted in his dealings. 
Conversely, the failure of Canadian 
developers to provide title insurance, 
mainly because it has not been 
directly available here, has debarred 
them in some instances from securing 
mortgage funds from lending institu- 
tions in the U.S. 


Canadian Prospects Good 

Because of the fabulous develop- 
ment taking place in Canada at the 
present time, and because of recogni- 
tion by lawyers and developers alike 
as to the need for this type of in- 
surance, the leading American title 
insurance company has started a 
Canadian subsidiary to handle Cana- 
dian business. The parent firm is the 
Lawyers’ Title Insurance Company of 
Richmond, Virginia, and it is now 
represented in Canada by the On- 
tario Title Insurance Agency Limited 
under the direction of David L. Gib- 
son. A head office has been estab- 
lished at 242 Brooke Ave., Toronto. 
An application for a license has been 
made in Quebec province, and ex- 
pansion will proceed throughout the 
remainder of the country as neces- 
sary. 


David Gibson has explained that 
searches and legal work in regard to 
titles would be carried out by prac- 
tising lawyers in Canada just as they 
are today. What his company does is 
to protect the purchaser against “un- 


predictable” errors such as mistakes 
made by officials in indexing, copying 
and recording deeds, mortgages, wills 
and other legal documents affecting 
titles. Protection is provided, too, in 
the case of errors in abstracting 
titles and in case of overlooked judg- 
ments, taxes, assessments, mortgages, 
easements, and other liens, en- 
cumbrances and objections to titles. 
He points out that insurance also 
covers possible mistakes made by 
civil engineers or surveyors in sur- 
veying a property. 


Other contingencies include: forged 
deeds, releases, etc., in the titles: 
false impersonations of former own- 
ers; instruments executed under fab- 
ricated or expired power of attorney; 
undisclosed or missing heirs; deeds 
not legally delivered in the lifetime 
of the grantor; wills not probated; 
deeds by minors or persons of un- 
sound mind; deeds by persons sup- 
posedly single but secretly married; 
marital rights of spouse supposedly, 
but not legally, divorced; birth or 
adoption of children after date of 
will; falsification of title records. 


At the present time, the activities 
of the company will te centred in 
Ontario, but it is anticipated that 
with the development of business, 
offices will be opened in all large 
cities from coast to coast. It is felt 
that Canadian business will develop 
quickly because the protection by 
title insurance is the kind that will 
appeal to industry, to the investor, 
the owner and the mortgagee. 


RETICENCE: Knowing what you’re 
talking about, but keeping your mouth 
shut. 


PROPOSAL: A girl listening faster 
than a man can talk. 





Your 


PUBLIC 


RELATIONS 





To aid in securing deserved recog- 
nition and more popular regard for 
the real estate business and the 
people in it, CAREB’s Board of Direc- 
tors recently launched a comprehen- 
sive public relations program. 


Murray Bosley of Toronto heads 
the committee in charge. Hugh 
Shortill and Harry LaPage are mem- 
bers. 


The program is to be a three 


pronged one: 


Releases for Local Use 


1) There'll be a series of monthly 
press releases designed to inform the 
public as to the nature and value of 
the service rendered by real estate 
brokers and salesmen. 


These releases will be on the pit- 
falls involved in trying to sell pro- 
perty by oneself, the ever-higher 
standards required for persons seek- 
ing a career in real estate, advan- 
tages of listing through co-op, infor- 
mation about mortgage financing, 
residential design trends, and so on. 


In each case, the release, with 
spaces left blank for insertion of the 
president’s name, Board and city, 
will be sent to the local Board presi- 
dent. He is asked to fill in the blanks 
and see that the release reaches news- 
paper editors in his community. 


Column in Realtor 

(2) There’ll be a series of monthly 
columns in The Canadian Realtor, in- 
tended to help individual brokers and 
salesmen to improve their own pub- 
lic relations. Each has so many “pub- 
lics” to deal with: his staff, his col- 
leagues, his customers and his com- 
munity. 


Among the topics covered will be 
discussion of telephone techniques, 
the value of sincerity, making the 
most of Board membership, oppor- 
tunities offered by CAREB’s educa- 
tional courses, and the rewards of 
community service. 


National News 
(3) There'll be a series of national 
releases, inspired by CAREB’s varied 
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program of activities. These will be 
prepared and placed as suitable oc- 
casions present themselves. 


Examples are the year-end and 
mid-year realty market surveys, an- 
nouncement of prizewinners and gra- 
duates in the education courses, re- 
ports of board of directors’ meetings, 
follow-up of resolutions passed at the 
annual conference, and statements on 
current public issues. 





Comments, suggestions, and ques- 
tions will be welcomed at all times 
by CAREB’s public relations com- 
mittee. Please address your letter in 
care of this column. 


Q. Just what is public relations? 


A. The art of creating and maintain- 
ing an informed and favorable 
public attitude towards a deser- 
ving product, service or institution. 


on eons Tnadees and Future — 
NHA Rates Up to 6% 


Home builders are looking to their 
credit rating, reputation, prices and 
lot locations as never before. For 
scores of them, these are factors 
which will decide this year whether 
they stay in business or not. 


The reasons: 

e With restricted mortgage funds 
available, both conventional and 
NHA lenders are checking up rigidly 
on building clients. 

e Building material suppliers are 
keeping tight rein on credit accounts 
and, in most cases, have cut the 
credit period severely. 


Mixed Opinions 

For many of the builders this is a 
situation which they have never had 
to face before, and a lot of them are 
not quite sure what to do. That was 
evident at the annual convention of 
the National Home Builders’ Associa- 
tion held recently in Montreal. 


Stewart Bates, president of CMHC, 
said: “We have built more than 
250,000 homes in two years. That is 
not the achievement of a depressed 
industry. This industry is re-orga- 
nizing.” 

Harry Long, Toronto, retiring NH- 
BA president, stated: “Some builders 
have doubled and trebled output 
without regard to gearing production 
to financial ability. A number are 
worried. This might be a good year 
for some of us to do a little fishing.” 


George S. Mooney, executive direc- 
tor, Canadian Federation of Mayors 
and Municipalities, Montreal, said: ‘In 
redevelopment of blighted urban 
areas there is an opportunity of great 
potential and a challenge. It could 
help take up the slack. We are suffer- 
ing from prosperity and economic in- 
digestion.” 

F. F. Field, regional supervisor, 
CMHC, Montreal, stated: The market 


for $15,000 to $17,000 homes may not 
continue much longer to show its 


1956 strength. There must be con- 
tinuing research for low-cost homes 
and the iniative must come from the 
industry. There’s also a big market in 
home improvement to be developed.” 


And these were a few of the brick- 
bats from delegates: CMHC should 
be more realistic with regard to land 
prices. Nothing short of depression 
will roll present prices back. .. . Mr. 
Howe is very optimistic if he thinks 
industry is going to build 110,000 new 
homes this year. With mortgage re- 
strictions what they are, it looks 
as if we will only build around 
80,000. . . . If the banks had stayed 
out of this business, we would not 
find ourselves in the mess we are. 
The banks built up as a loan source 
to 60 per cent and then dropped out 
of it. Under the old system, there was 
stability and screening. 


NHA Rate Hiked 

One builder at the convention said 
he had checked with eight lending 
sources, all of which told him there 
would be more NHA mortgages for 
him if the interest rates went up 
from 5% per cent to six per cent. 


This is, of course, what happened 
on January 21. In making the an- 
nouncement of the new rate, Public 
Works Minister Winters said it is 
designed to place would-be borrowers 
under the Act in a better position to 
compete for a fair share of available 
mortgage funds. 


In a speech to the Canadian Con- 
struction Association in Toronto on 
the night of the announcement, 
Prime Minister St. Laurent told the 
builders that rates on insured mort- 
gages have been lagging behind and 
were well out of line with other 
rates. 


Finance Minister Harris feels there 
is no conflict between this new hike 
in rates and the present tight credit 
restrictions. “The governor of the 





Bank of Canada,” he added, ‘would 
not want the application of any par- 
ticular policy to be such that one 
could say there was rank discrimina- 
tion in any particular form of credit 
granting.” 


The move has been welcomed by 
some builders and criticized by others 
connected with the industry. New 
president of the Toronto Builders’ 
Exchange Jack M. Soules states: “It 
cannot help but contribute to further 
inflation and will raise the price of 
everything. I shall be very surprised 
if more NHA money becomes avail- 
able as a result.” 


V. L. Leigh, chairman of CCA’s 
housing committee, says: “It will 
help those persons get a house who 
do not need help. We are heading for 
eight per cent interest rates, and no 
man should be asked to pay that. We 
are just building now for 20 per cent 
of the population.” 


A bank official stated: “The in- 
surance companies who do the bulk 
of NHA lending may take some of 
the funds which have been allocated 
for investment in 1957 and divert 
them to NHA. But it will not increase 
the total amount of mortgage money 
available. If the government were 
contemplating a general easing of 
credit, the raising of the NHA rate 
would be one of the first signs we 
would expect; but I suspect it is just 
a result of the heavy pressure they 
have had from builders.” 


Extracted from Financial Post 


and Globe and Mail. 
© 


Gordon Report Discusses 
Municipal Services, 
Taxation Difficulties 


Following are extractions from the 
Gordon Commission Report, pertaining to 
the problems of municipalities in meeting 
the growth of population and demand for 
Services. 

The growth of population will lead 
to increased requirements for housing 
and for various forms of social 
capital for which governments at the 
various levels have either complete or 
partial responsibility. Many of these 
requirements will be concentrated in 
the municipalities. 


Although it is difficult to estimate 
the total expenditures to be made 
over the next 25 years, they may well 
amount to nearly $100 billion at 
present prices. Expenditures of this 
magnitude, in our opinion, are well 
within the capacity of the Canadian 
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economy to sustain, if it expands at 
the rate we anticipate. But if it is to 
be accomplished in the best and most 
serviceable manner, the problem will 
require more attention from all levels 
of government and from the citizens 
than it has commanded in the past. 


We have been impressed by the 
need to regard all the problems of 
urban development as a single whole. 
If mistakes of the past are not to be 
repeated, more thought will have to be 
given to the total environment in 
which more and more Canadians will 
spend their lives. 


New Approaches Needed 

New approaches and new forms of 
municipal organization may be need- 
ed for satisfactory solution of some 
of these problems. In some cases the 
area of jurisdiction may be too small 
to permit the comprehensive plan- 
ning that will be required. It will 
prove desirable to attempt more 
radical surgery on some of the slum 
districts that still disfigure many of 
our metropolitan areas. This will re- 
quire more flexible and _ involved 
planning than we have hitherto un- 
dertaken. 


The dollar total of net municipal 
debt outstanding has increased con- 
siderably in the last decade, partially 
reflecting the deferment of expendi- 
tures during the war. The burden of 
this debt is, however, considerably 
below the prewar level if expressed 
as a proportion of personal disposable 
income. Debt charges also form a 
considerably lower proportion of 
municipal expenditures, declining 
steadily from 16 per cent in 1939 to 
6% per cent in 1955. 


Under the circumstances, it would 
not be unreasonable for municipali- 
ties, or at least a good many of them, 
to increase their long-term borrow- 
ings in order to finance some of the 
capital expenditures which need to be 
undertaken. Municipalities would be 
assisted in this connection if pro- 
vincial legislation were enacted to 
permit them to issue non-serial de- 
bentures (although it may be wise to 
require them to make regular sinking 
fund deposits with the provincial 
authorities.) Concurrently, munici- 
palities should be encouraged to 
market debentures with considerably 
longer terms than is at present the 
case. 


Rise in Prosperity Tax? 
Municipalities are largely depend- 
ent for current revenues upon real 
estate taxation. As a percentage of 
personal disposable income, real 
estate taxes have declined from 5% 


per cent in 1939 to 3.77 per cent in 
1955. Although it is true that other 
levels of government are taking a 
much higher proportion of total in- 
come than before, it appears that 
there may be scope for some muni- 
cipalities to increase their revenues 
by increasing either their assess- 
ments or the tax rates which they 
can levy on real property. In this 
connection, the collection of real 
estate taxes might be facilitated if 
municipalities were to adopt the 
practice of issuing tax bills on a 
monthly basis. 


It is suggested also that senior 
levels of government should accept 
the principle of an assessment on 
their properties in order to compen- 
sate the municipalities for the 
services which they provide. 


Municipalities should impose ade- 
quate charges to cover the costs of 


(Continued on page 19) 


EXPRESSES THANKS 

Charles Purnell wishes to use 
the medium of the Canadian 
Realtor to express his sincere 
thanks to his many friends who 
have been so kind as to send 
flowers and their best wishes 
during his convalescence in the 
Toronto General Hospital. Mr. 
Purnell has undergone surgery 
and his progress is satisfactory. 
He will remain in Toronto General 
Hospital until the middle of Feb- 
ruary. 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 
THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 








CO-OP REPORT 


New Board Listed — See 


Next Issue for Complete 
Review of 1956 


This month we welcome the first listing of the Leth- 
bridge co-op, whose figures cover the period from June 
30 to the end of November. 


Places are being retained jealously by most Boards, 
with only a few changes being made in last month’s 
standing. Ottawa and Winipeg have traded fifth and 
sixth places, and Edmonton and Montreal have switched 
seventh and eighth. These pairs of Boards are, however, 
so close with their totals that a reverse upset could occur 
as a result of very little change. 


November’s gross co-op total has taken another dip, 
to meet the September figure and down slightly from 
October’s near-peak total. The suspense is growing as we 
wait for February issue of the Realtor containing the 
December and year-end totals. Without any doubt, the 
gross co-op sales for the year will be even higher than 
our estimate of a year ago. Then, starting in the sub- 


What It Takes 
To Boost Sales 


It takes methodical, modern merchandising. 


It takes the skill and enterprise of Ontario's 
Realtors who pushed sales to a new high in 
1956. 


It takes Daily Star Classified Advertising to 
cover the market with over 400,000 circulation 
daily (as shown in Publishers’ Statements for 
6 months ending September 30, 1956). 


During 1956 The Toronto Daily Star published 
over 19,000 more “Properties For Sale" adver- 
tisements than both other Toronto newspapers 
combined. 


TORONTO DAILY STAR 


First in Advertising, Circulation and Results 








Phil Seagrove, better known 
as "Mr. Co-op", with the 
monthly statistical summary 
of co-op operations across 
the country. 





sequent issue, we'll be able to compare the standing of 
individual Boards in 1956 and 1957. It will represent quite 
a challenge to us all to match and better our records. 


SELLING THE TOUGH ONES 


Good results on motels and apartment buildings are ob- 
tained by one firm through taking highly overpriced list- 
ings registered with the co-op. A thorough examination 
of each property is made—and for each is prepared a com- 
plete breakdown of rentals and expenses. They turn this 
over to the owner showing him a thorough analysis of the 
building. These figures, in most cases, indicated just what 
the owner should get for his property rather than what he 
is asking. This results in many listings at equitable prices. 


Millions 


Co-Or Grarx 
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Total Sales This Year 
Total Sales This Month 








Zl 


SZ 
os 
OV 
OV 
9€ 
vz 
Be 


se 
4 
Ov 
ov 
hd 
os 
Sl 
8Y 
el 
ol 
OZ 
SZl 
lS 


spupsnoy] 
us 


uoyojndog 





900'Z zoZ'l 688'6l 9€2'S 
Zz 0 8€ 
BS z SI aes 
l Zz Sl S 
ia € 6z es 
l I 81 8 
$ l oe Ll 
9 os l€ € 
ees ze erg 
S es € 
v € is Zl 
l l ze S 
S € v9 81 
6 9 ae €z 
v Zz ss él 
it 9 LZ Ze 
9 v 62 ra 
gl Zl eri 8Z 
91 él 96 Zs 
vl 8 291 €Z 
Zl Zz Zit SZ 
ze Sz 91Z iZ 
Sl zz 90Z ee 
8 8 12Z 6£ 
vs Sz 8se esl 
Ze ge ezy zol 
69 ev oro Zel 
zo ss vz9 Zt 
ly Se see z9l 
zol zol 128 762 
80l 69 L£ze'l gle 
LZ s8 £v6 esl 
eZ 66 LLe‘L oze 
$92 9EZ ¥86'Z 869 
Z9E 682 £29 802 
81s 987 0z9'r ZZy' 
42990 JEQWeACN | 24DG Of IDEA 49990 
Plos sBuysiy 
—_—— 


zys'y 


[-—-FTONN VD = 


02 
9 
Zl 
ze 
Zl 
£2 
Sl 
ol 
Be 
Ol 
zz 
69 
os 
6¥ 
9el 
82 
zl 
ozL 
801 
7EZ 
61Z 
zSZ 
6SZ 
zZv9 
ovo 
yze'l 


Z9L'WS 


6rl 
46 
8e 
8Z1 
99 
8S l 
£9 
vol 
80l 
271 
lel 
vOz 


LLe 
vOZ 
SLZ 
oee 
lee 
viz 
L6l 
699 
zis 
ves 
682'L 
zri'l 
ece'l 
9ee'l 
e6l'l 
LLL7 
sor'e 
e9v'z 
£6Z'€ 
1S t's 
€22'8 
els‘Zt 


JOQWEACN | 940 Of ADEA 


sBuyst] 


BS LOL Y'¥Z 


000'9 1 
008'2Z 
OS 1'€Z 
OOL'LY 
oor'Ze 
000'S | 
006'8€ 
006'6Z 
o0e’6e 
ooe’eLt 
000'e8 
ZL9SLL 
0v0'02Z 
ose’IZL 
OLL‘'Z9Z 
$20'6EZ 
66969 L 
o0¢c’09 | 
SZS‘tzy 
OSr'sZze 
BLL‘ LEZ 
vZ8'VIZ 
ose’esZ 
Ov0'L80'l 
osz'szt't 
Bes‘LLO'L 
206'06E'1 
vly'9ee'z 
6£6'r0L'¥ 
L69'768'Z 


4299/20 


LV L'S6S'1Z 


0SZ'EZ 
osz‘ol 
oo¢’oe 
006'79 
000'1z 
000'2S 
008'1¢ 
006201 
008'76z 
os i‘es 
cZs'‘lv 
856'S0Z 
00€e'Zyz 
oso’zs 
$16'0%Z 
016'06€ 
888'68e 
006'7ZS 
¢89'c8s 
06S'2Z0'L 
ess‘8r9 
osé'rse'l 
89P'6Z1'1 
oce’Z Zz 
L€O'LZz'€ 
$60'1Z9'Z 


J@qQWeAON 


$8jDG do-0> ssoid 


SD14S14LIS dO-05 


L97'67L'BEZ 


oos‘rr i 
692291 
oso’osl 
ose’0zz 
0S6'0SZ 
002'2SZ 
006'82Z 
000'18¢€ 
9S7'S IP 
OOL'S9or 
Ore’eZy 
ove’szs 
00s‘26s 
OvZ'ZE9 
Lee'1gZ 
$26'978 
Lye'66e'l 
£60226‘ 1 
ZvZ'S6s'l 
8EZ'9ZZ'1 
oes‘ire'l 
69S5'681'2Z 
78 1'882'Z 
L29'OL1'E 
GL8'6EE'y 
€8s‘E16's 
290'¥09'9 
S8l'tz9'8 
S78'y82'8 
ves‘elv'el 
L£82'89Z'E1L 
66SE10'S | 
SZs'‘See'le 
189'268'8e 
LZv'079'69 


240q Of 1DaA 








cece cece eceeces $]D4O], 


ee Ao 


@ YON 


eoecceceeseseeree eBpiuqujey 


ee |20 


d YON 


ec cece rv cece ececes DMDYSO 


coerce erecercceres uoysBury 
sec recess eeece PUDIIOM 


Seen e ween auDy ‘2 


4S 419OG 


ee uopupig 


ee eeeeeeseeeee S@eUuLIDY4D) 4S 
eee meee ee eee eee Aang pas 


*piuiDS 


ee ceccccesoone s1j24 CaDBoiy 


eoeesesessesee yBnos0qsejeg 


ee ee ee j20 


d YiNog 
“DHIMO 


ee SP!AAOO 
ee UOOjDyASOS 


J 


OSPUl AA 


Se ee psojjunsg 
eee ee ee eee JOISUIWSS AA MON 
ee ee ee 4Quayr41y 


DIO}, 
uopuoc} 


Come eee weer eeeees jDesjuow 


Ce ccrcccccccscces uojuowp3 


ee Bodiuu 


PMPHO 


ee Aup6\o> 


ee ee JBANOIUDA 


ee u 


p4pog 


Oyo 
Ojuosoy 


SOoOKNOMTNORDWDAORKNMHXH DOA 
ee te eo2oadc-wNn 


- NO TN VOR @ 


"AON 
jo sD 


uoH!sog 


SOK NOMHTONRDAADOK NM OH 


- NO CTONON 


PO 
4° so 
uoytsog 








15 


CANADIAN REALTOR—JANUARY, 1957 





APPRAISAL 
SECTION 


Your Appraisal Editor, J. |. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 
He has also successfully completed the 
Post Graduate Course in Town and Regional Plan- 
ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 
the School of Graduate Studies, University of Tor- 
onto. Mr. Stewart is manager of the Appraisal and 
Mortgage Department of Shortill & Hodgins Ltd., 


For What It's Worth 


School. 


















Toronto. 








J. 1. STEWART 
M.A.I., A.A.C.1., 
S.R.A. 


The Scope of an Appraiser's Work 


(The last of a series) 


This discussion covering the various types of work 
which an appraiser may be called upon to do and which 
are not directly related to an actual estimate of value is 
concluded in this article. 


We have already discussed the first four headings: 
(1) Land Utilization 

(2) Building Utilization 

(3) Real Property Management Problems 

(4) Internal Matters. 


(5) OWNERSHIP, TENANCY AND FINANCING 

In order to understand the problems which the owner 
of a property faces with regard to the type of tenure 
which is most beneficial to him and his operation, the 
appraiser should of course be familiar with the various 
alternatives. We have found that the commonest of these 
are those below. All types of tenure are subject to certain 
limitations under our judicial system; the chief of these 
are: 

(a) Eminent Domain—This covers the right of the 
government and other bodies to expropriate land for 
public purposes. 


(b) Taxation—The right of the municipal governments 
to tax properties in order to raise revenue for carrying on 
their governmental activities. 


(c) Police Power—This American term really has little 
meaning and should not be used, but as it is commonly 
accepted it has been applied herein. What it implies is 
that the various levels of government may have the right 
to pass by-laws, statutes, etc., governing the use of land 
in the interests of “peace, order and good government”. 
The most important use made of this power is the passing 
of municipal by-laws; an interesting example with which 
the writer was concerned was the passing of height 
regulations by the federal government in connection with 
land surrounding airports. 


(a) Ownership in Fee Simple 

(i) Ownership by the owner holding in his own name— 
This is the simplest form of tenure and what we consider 
as being outright ownership. Many individuals hold their 
homes under this tenure as do a great many industrial 
and commercial concerns. It implies one owner with as 
near full control over the use and disposition of his land 
as it is possible to get within our legal framework. 


(ii) Ownership through holding company—Such tenure 
is very similar to the first, with the exception that there 
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is the intervention of a third party corporation. As a 
general rule, such holding company will have only one 
asset, namely the real property in question. It will 
probably finance the acquisition of the property by float- 
ing a mortgage bond issue under which the real property 
is pledged as security for the money advanced. In most 
cases the parent company will have to guarantee the bond 
issue or, if it is a conventional type of mortgage, will have 
to go on the covenant thereof because the holding com- 
pany, as mentioned, probably has only one asset. In this 
connection, attention is also directed to one of the follow- 
ing headings under which mortgages are discussed. 


(iii) Joint Tenancy—This is outright ownership by two 
or more individuals under such conditions that on the 
death of one of them the whole property goes to the 
survivors so that eventually only one survivor is left. 
Such tenure is commonly used between husband and 
wife when owning their home, as it avoids the possibility 
of double succession duty on the estates of both parties. 


(iv) Tenancy in common—This is also a type of tenure 
under which two or more individuals hold title to property 
but tenants in common each own an individual interest in 
the property while joint tenants, as mentioned above, hold 
only a right of survivorship. 


(b) Mortgaged Ownership 

It should be understood that all the above forms of 
outright ownership can be made subject to a mortgage. In 
general, a mortgage may be said to be a loan given to the 
owner of property by a mortgagee in return for either a 
charge against his property (in the nature of a pledge 
with security) or an actual deed in favour of the mort- 
gagee which however carries the absolute right for the 
mortgagor (the owner) to redeem if he abides by the 
terms of the mortgage. 


While many mortgage loans are advanced by indivi- 
duals, probably the greater percentage of mortgagees in 
Canada are institutional lenders such as insurance and 
trust companies. It should be noted that in a mortgage 
not only is the land pledged as security for the debt but 
also the owner (and sometimes third parties) must sign 
a personal covenant to pay the mortgage off. In the 
writer’s practice this year we have had to advise as to 
the value of the covenant on the mortgagee’s part from 
the value of the real property; this follows from an 
understanding that the personal covenant constitutes a 
different right of action than does the value of the 
property. 


It should be noted that not only real property per se 
can be mortgaged, but also rights in real property such 
as leases and other mortgages, etc. 


(c) Sale with Lease Back 

This is becoming a very common method of financing 
industrial and commercial properties and the appraiser 
should be conversant with it. As the heading implies, the 
owner of a property sells it to a purchaser (probably an 
insurance or trust company or possibly to a private in- 
dividual) and enters into a long term lease for the 
occupancy of the property. It may be made a term of 
the lease that the owner (now the lessee) can renew the 
lease at its initial expiry at a pre-determined rental or 
percentage of the sale price. The appraiser should be on 
his guard against accepting sale prices entered into under 
lease back arrangements as being true indices of market 
value. For instance, it has been observed that a firm or 
individual with an excellent covenant (for example the 
T. Eaton Company) can sell property under a lease back 
deal for almost any reasonable price. This is because the 
chief security is not the real property but the covenant 
of the now lessee under the lease. 


It should be noted that the lease back arrangement can 
be applied to either an existing property or to a proposed 
new building under what is called a ‘package deal’. 


(d) Lease option 

This is a modification of the lease back deal under the 
terms of which the vendor (now the lessee) has the 
option of purchasing the property within a_ specified 
period at a stated or computable price. It has not, to the 
knowledge of the writer, been widely used although there 
are certain provisions in the Income Tax Act which make 
it appear attractive under the proper circumstances. 


In connection with both lease back and lease option, 
it need hardly be said that the particular financial 
structure and type of operation conducted by the owner 
(now lessee) will, to a large extent, decide whether a 
lease deal is preferable to outright ownership. The big 
advantage under a lease deal is that the owner (now 
lessee) gets his capital out of the real property in liquid 
form which adds to his working capital; also under a 
lease back deal the rent is deductible as an operating 
expense before computing income tax, and as a general 
rule the amount of rent paid will be considerably greater 
than the depreciation which he could charge under out- 
right ownership or under the lease option. 


(6) LOCATIONAL FACTORS 


Every appraiser should recognize that the location of 
any enterprise or residence is a very important ‘one 
time” choice; errors are hard to rectify. As industrial 
location provides more clearcut material concerning this 
important matter it is discussed herein; the same prin- 
ciples apply to office and residential location although of 
course not under the same terminology. 


There are three main types of industries which we can 
classify as: 1) market-oriented, of which say an Eaton’s 
warehouse or store are rudimentary examples within the 
experience of the writer. 


2) Material-oriented, of which the petrochemical 
industry at Sarnia is an example also known to the 
writer. 


3) Labor-oriented, such as the Ford operation at Oak- 
ville, Ontario. 


In addition to these “Big 3” factors there are other 
secondary factors which of course must be in optimum 
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offering the best 


Ontario Title Insurance Agency, Limited 
242 Brooke Ave., at Avenue Rd. 

Toronto 12, Ontario 

has been named policy issuing agency for 
Lawyers Title Insurance Corporation 
Richmond, Virginia 


Policies insuring purchasers or lenders against 
defects in real estate titles will be issued on 
properties anywhere within the Province of Ontario 
based on the certificates of title of Lawyers 
approved by Lawyers Title Insurance Corporation. 


Title insurance is recognized as the best possible 
protection—the only complete title protection for 
the investor in real estate and real estate mortgages. 


Lawyers Title transacts a title insurance business 

in 43 of the United States... 

Its assets exceed $19,000,000... 

Its title insurance policies are required or widely 
accepted by life insurance companies, banks, trust 
companies and others interested in real property... 
It insured, in 1955, title to more than 300,000 
parcels of real estate... 

Lawyers Title is recognized in the States as the 
leader in its field. 


Inquiries are solicited from 


Investors in real estate and/or mortgages—as 
to the advantages, cost and method of procuring 
title insurance protection. 


Ontario Title Insurance Agency, Limited 
242 Brooke Ave., at Avenue Rd. 
Toronto 12, Ontario 


Representing 


lawyers Title 
|nsurance (orporation 


Home Office ~ Richmond . Virginia 





balance if the least cost method of operation is to be 
attained; such matters as transportation, power and fuel, 
municipal taxes, living conditions, land costs, availability 
of buildings and that mysterious attribute ‘industrial 
climate”. 


In our work we have had countless opportunities to 
review the reasons behind the choice of certain locations 
and to go over these would really be to write a book on 
appraisal; something however which has struck the 
writer in his practice is the tremendous amount of land 
being used up for the expansion of communities; it is 
very interesting (and also sobering) to try to relate the 
increases in population in Canada to changes in land use. 


Population Expansion Changes Land Use 

If we assume a rate of growth of 500,000 persons per 
year, it has been estimated that this extra population will 
require about 30,500 acres of land, of which 26,500 will be 
occupied by residences and 4,000 by industrial and com- 
mercial buildings. Metropolitan Toronto is growing at the 
rate of 50,000 persons per year and this will require that 
3,300 acres of land be devoted to housing and 500 to in- 
dustry and commerce. If we look at it another way, we 
will see that for every 1,000 extra population, 76 acres 
of land will have to be taken out of some other use. 

Now, in Canada the vicinage of cities and towns is in 
general devoted to agricultural purposes and so when 
land must be used for residential, industrial and com- 
mercial purposes it must of necessity reduce the amount 
of agricultural land by at least an equivalent amount 
(and probably much more as communities do not grow 
regularly but “leap frog” over other land). 

We all know that the cost of living is steadily mounting 
and, while there are many reasons for this, it is suggested 
that perhaps one of the most inportant from the 
appraiser’s viewpoint is that as nearby land is removed 


Mortgage Money Shortage 
Clearly Evident in Third Quarter 





from cultivation, the costs of feeding a community are 
bound to increase due to higher costs of transportation 
and storage and also the greater incidence of spoilage of 
food products. We should all think of this (of course as 
well as of many other matters) when we are asked to 
recommend a site location which will entail a change in 
the established use thereof; perhaps some alternative site 
would serve the user equally well and with lessened cost 
to the community. 


This concludes a series of articles which have been fun 
to write and which it is hoped have been of interest (and 
even perhaps assistance) to our readers. We will start a 
new series in the next issue dealing with the way in 
which various types of departments operate. It is hoped 
that it will prove interesting. 


The Chartered Surveyors Gold Medal and Prize 


W. J. Smith, national secretary-treasurer of the 
Appraisal Institute of Canada, has kindly forwarded to 
your editor information concerning the above medal and 
prize of 100 guineas. The regulations call for papers on 
one of the following subjects to be submitted for con- 
sideration. The prize winning paper will be read at the 
Annual Conference of the Royal Institution of Chartered 
Surveyors on July 19, 1957. 


(1) Capital Formation and Land Value. 
(2) Political Theory and Land Ownership. 
(3) Technical Progress and Land Tenure. 


(4) The Contribution to Economic and Social Develop- 
ment of Surveys of Land and Natural Resources. 


If any of our readers want further information please 
contact the Appraisal Section editor. 


Completions of new dwellings dur- 
ing the third quarter continued at a 
higher level than last year, but the 
year-to-year gain was not as great as 
in the previous two quarters. 


Supplies of mortgage credit for 































Quarterly investment in new resi- 
dential construction declined from the 
1955 level for the first time this year, 
Central Mortgage and Housing Cor- 
poration have reported in the third 
quarter issue of Canadian Housing 
Statistics. Expenditures amounted to 
$426 million, or $7 million less than 
the same period last year. 


This decline in expenditures on new 
residential construction resulted from 
a lower volume of house-building ac- 
tivity. The drop in starts was the 
main factor in the decline, but the 
number of units under construction 
in September was also 4,000 less than 
in 1955. Despite the marked drop in 
starts during the quarter, the total 
number of dwellings started in the 
first nine months of the year was over 
100,000, less than six per cent short 
of the corresponding total for the 
same period last year. Most of the 
reduction in total starts occurred in 
centres of 5,000 population and over. 


Starts of both single and multiple- 
family dwellings were down during 
the third quarter. Starts of multiple- 
family dwellings, particularly apart- 
ment dwellings, had been higher than 
1955 during the first half of this year 
and that had helped to support the 
total level of starts in the first six 
months. However, sharp declines in 
multiple building occurred in August 
and September, especially in Mont- 
real and Vancouver, and so multiple 
starts were lower for the nine-month 
period as a whole. 


Conventional Lending Sustained 


The fact that starts held up so well 
despite the decline in mortgage lend- 
ing under the National Housing Act, 
is attributable to the sustained level 
of conventional lending and the in- 
crease in the number of starts finan- 
ced by individuals, credit unions and 
other credit sources. 


housebuilding became tigher during 
the period. There was a further de- 
cline in lending under the National 
Housing Act and conventional lend- 
ing by lending institutions, which had 
supported the mortgage market dur- 
ing the first seven months of the year, 
declined in August and September. 
The number of units for which loans 
were approved under the Act was 44 
per cent below the same period last 
year. The drop was marked by a 
progressive reduction in lending by 
the chartered banks and by a sharp 
fall in the number of units approved 
by other types of lending institutions 
in August and September. 


Residential building costs at the end 
of September were at the same level 
as in June. Residential building ma- 
terial prices declined slightly and off- 
set the rise in wage rates. The in- 
dex of building material prices in 
September was 128.6 as compared to 
129.0 in June. 





Gordon Report 
(Continued from page 13) ONTARIO ASSOCIATION OF 
° REAL ESTATE BOARDS 


specific services. For example, there 
seems to be no good reason why in- t nna on erence 1957 
dustries and householders in each , 
municipality should not pay the full 

costs of the municipal water supply S d M d T d 

and sewage disposal, services which un ay, on ay, ues ay 


might well be combined for costing 


es March 10th, 11th and 12th 


need for a more clearcut definition 
and agreement about the functions . 

and facilities which should properly Chateau Laurier Ottawa 
be the responsibility of the munici- , 

palities to perform and to provide. 


Registration Fee: 
If the financial difficulties of the 


ii: ck wk mek is Brokers, Salesmen and Salesladies $35.00 
satisfactorily, these problems will un- Daily” ae aaa 


doubtedly become more acute. 
Registration fee includes EVERYTHING: ALL BUSINESS SESSIONS 
ALL LUNCHEONS — ALL RECEPTIONS — ALL DINNERS 
FINAL BANQUET — ENTERTAINMENT 


Obituary Make cheque payable to 
ONTARIO ASSOCIATION OF REAL ESTATE BOARDS 


You'll be able to enjoy the 1957 O.A.R.E.B. convention in Ottawa more if you know 
that the hotel space you want is all arranged. And the best way to ensure that is to 
register now. Please look over the hotel rates below, make your selection, and send 
both your registration and reservation to Tom Reddick. Be sure that the form below is 
filled out completely, not omitting the time of your arrival so your room can be ready 
when you want it. 


HOTEL RESERVATIONS 











Rooms 
| Single Room Double Room Twin Bed Room Single Bed sitting 
with bath. with bath. with bath. with bath. 
Chateau Laurier| _$8.-$9.50 $13.$14. | $13-$15. $11.50 
Suites 
] Single Parlour, Bedroom Double Double Parlour, 2 Bedrooms 
with bath. | with bath. with bath. 
‘Chateau Laurier | $23.00 | $3000 | $45.00 
Jack McDermott Lord Elgin | “$14.00 16.00 | = 


An asterisk indicates shower in place of bath. 

Jack McDermott of Ottawa died 

the day after Christmas, at the age 

of 72. He will be sorely missed by all 

his colleagues within the Association 
and in the profession. 


O.A.R.E.B.'s 35th ANNUAL CONVENTION 
MARCH 10, 11, 12, 1957 
OTTAWA, ONTARIO 
TO: MR. TOM REDDICK, 

Registration Chairman, 

c/o Ottawa Real Estate Board, 

303 Waverley St., 

Ottawa, Ontario. 


He joined Leddy-McFarlane Ltd., 
Ottawa, 37 years ago and was vice- 
president of the firm for 27 years. 


| plan to attend the conference, and enclose my cheque for $ to cover the regis- 
tration fee. It is understood that in the event | am unable to attend, this advance will be re- 
funded to me, provided | advise you before March |, 1957. 


NAME STATUS 
(Broker, Salesman, Guest) 


He helped write the Ottawa Board’s 
first constitution. His voice was a 
symbol of sincerity in the past presi- 


. . . ADDRESS CITY & PROV. 
dents’ council, and his name in local 
realty circles and the community was | am a member of the Board. 
highly regarded. Hotel (Ist choice) ; Accommodation required 
Arrival date and time Departure date and time 


In addition to being a past presi- 
dent of the Ottawa Board, he was 
also a past director of the Ontario 
Association and a member of C.A.- 
R.E.B. 


Below | have indicated exactly how | would like my name to appear on my identification badge: 


MY NAME sah WIFE'S NAME 


a ow ow a 6 6m a a eo ee ee eee ee ee ee ee eae 
Oo eee cee eae ee cae Se ee ew ee ce ee ee ee ee ee ee es ee 
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EXECUTIVE COMMITTEE 
Dick Whitney, President, Kitchener 
F. N. McFarlane, Vice-President, Ottawa 


Kegional Directors: Wilf Webb, London; Phil 
Seagrove, Hamilton; W. J. Nix, Toronto; 
Bernie Kelly, North Bay; P. H. McKeown, 
Ottawa. 


Secretary-Treasurer: H. W. Follows. 





London 

The London Real Estate Board 
held their Annual Ladies’ Night and 
Christmas Party on December 7, and 
over 350 attended. Turkey dinner and 
Christmas pudding were followed by 
entertainment provided by members 
of University of Western Ontario 
Purple Patches. 


Dancing completed the evening 
which was so successfully arranged 
by Bob Allison, who delights in look- 
ing after this yearly event as well as 
the annual golf tournament. 


St-Catharines-Niagara 

Ladies’ night dinner dance was held 
November 15 by the St. Catharines- 
Niagara Board, and a delightful event 
it was. The door prize was won by 
C. A. Coholan and the spot dance by 
Mr. and Mrs. Jim Mastaler and Mr. 
and Mrs. Howell. Ron Laugher made 
a great bartender. 


Elections have been held and B. J. 
Grosse is president for the coming 
year, succeeding Andy Hawreliak, 
Frank L. Laundry and Robert Shum- 
ilo are first and second vice-presi- 
dents respectively, and directors are 
Peter Gosen, E. J. Graves, David 
Plumb and Hubert Sheerhan. 


Windsor 

The Windsor Board’s annual Christ- 
mas party and ladies’ night dance 
was held December 5. President Alex 
Hoffman introduced the special guests 
and expressed his thanks for the sup- 
port he has received in office through- 
out 1956. 


C.A.R.E.B.’s immediate past presi- 
dent Roy Patterson was guest speak- 
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A group of happy revelers at the London Board's annual Ladies’ Night and Christmas Dinner. 


MC Bob Allison is second from left. 


er, and in his address he outlined the 
business picture for the past and 
coming years. 


Toronto 

Jointly sponsored by O.A.R.E.B., 
the Toronto Board, and the Toronto 
Chapters of the Appraisal Institute 
and the Society of Residential Ap- 
praisers, 12 lectures on ‘Urbanization 
—A Course in Urban Problems” are 
being held from mid-January to early 
April at the University of Toronto. 
Designed for the education of any- 
one concerned with real property 
values and property management, 
the course will cast new light on the 
more important content of previous 
courses in appraisal, community plan- 
ning and real estate law. 


Lecturers include J. I. Stewart, ap- 
praisal manager for Shortill & Hodg- 
kins, Toronto; Professor A. B. Weston 
and Professor J. B. Milner, both of 
the Faculty of Law; Professor A. 
Rose of the School of Social Work; 
Hans Blumenfeld, assistant director 
of the Metropolitan Toronto Plan- 
ning Board; Professor G. A. P. Car- 
rothers and Professor Gordon Ste- 
phenson, both of the Division of Town 
and Regional Planning, School of 
Architecture. 


Ottawa 

Phil Seagrove visited Ottawa on 
November 20 to conduct a sales meet- 
ing on photo co-op. The excellent 


meeting was attended by about 150 
members. 


Ontario realtors will be arriving in 
Canada’s capital in mid-March, 
just between the winter season 
when the husky dog races are held 
along the frozen beds of the quaint 
canals and early spring when the mil- 
lions of tulip blossoms are in bloom. 
Nevertheless, anyone visiting the city 
should make a point of spending at 
least a two-day holiday in Ottawa. 
The historic and interesting spots 
are close to the downtown hotels, and 
in case the visitor does not get time 
to see the sights on his own, the con- 
vention committee have arranged for 
guided tours of the prominent places. 


The scenic map reproduced in last 
month’s Realtor shows a great many 
of the interesting places within the 
city. 


Canada's Parliament 

The Parliament Buildings are only 
a few minutes’ walk from either the 
Chateau Laurier or the Lord Elgin 
Hotel. A visit there is a “must” for 
all guests. Canada’s Parliament is the 
focal point of our whole nation which 
stretches from the 49th parellel to- 
wards the rim of the world. Past the 
scarlet-coated Royal Canadian Mount- 
ed Police and into the House of Par- 
liament, the guides who show the 
visitor around will point out the Com- 
mons and Senate Chambers, the 





Speaker’s Chair and the heavy mace 
which is the symbol of the people’s 
power and is used in the colorful and 
traditional ceremoney when Parlia- 
ment opens each year. Up marble 
steps and through great halls of intri- 
cate design, the visitor passes through 
the Hall of Fame into the Victorian 
octagonal Library of Parliament, one 
of the finest examples of Gothic archi- 
tecture in the world. Later on he 
may ascend the famous Peace Tower. 
He may step out onto the narrow 
ledge of the Peace Tower 500 feet 
above the river. Below he will see 
Quebec cocking its eye at Ontario 
and Ontario staring placidly back; in 
between, huge logs spill over like 
matchsticks along the Ottawa River. 
Coming down from the Tower, the 
visitor may hear the music of the 
giant carillon ringing out. 


Bytown Museum 

Also near the hotels is a museum 
containing hundreds of exhibits of 
life in Ottawa before Queen Victoria 
made the town the Capital of Canada. 


Noon-Day Cannon 

You may set your watch by the 
firing of the cannon behind the Cha- 
teau Laurier, marking mid-day as it 
has done for over 90 years. The gun 
will be fired at 10:00 a.m. on Sunday 
to remind realtor guests of the Sun- 
day morning church services. At fir- 
ing time the gunner, armed with a 20- 
ounce powder bag, T-tubes and ram- 
mer, advances on the gun, puts in 
the charge and pulls the lanyard. The 
gun booms forth rain or shine. 


National War Memorial 

Standing majestic in the heart of 
downtown Ottawa is Canada’s Na- 
tional War Memorial, built in 1939. 
The Memorial, cut from Canadian 
granite, holds a central group of his- 
torically correct Canadian figures 
with their equipment, shown passing 
through the great Peace Arch—sym- 
bolic of the call to Canadians to de- 
fend their country in the last two 
Great Wars. 


Founded 1896 
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Sussex Street 

Scattered along Sussex Street, less 
than five minutes from the Chateau 
Laurier, are some famous buildings. 
In one all of Canada’s money is mint- 
ed, and next to it in the Archives 
are kept the souvenirs and records 
that all the money in the land couldn't 
buy. Nearby is another fascinating 
place called the Canadian War 
Museum. The Museum has a valuable 
collection of war trophies and pictures 
of famous people and events taken 
during the World Wars. Ancient can- 
nons and modern weapons of war 
stand side by side. Captured battle 


Phil Seagrove makes a 
telling point at the 
Ottawa co-op sales 
meeting, but Harold 
Graham, left, and Hu- 
bert McKeown don't 
seem to be taking him 
too seriously. 


flags and uniforms worn by famous 
soldiers line the corridors. 


Public Archives 

The Archives Museum contains his- 
torical and original documents, books, 
maps and pictures of Canadian life. 
There is an exhibit of General Wolfe’s 
last letter to his mother and playing 
cards used as legal money tender in 
Canada 200 years ago. Many visitors 
come here to trace their family be- 
ginnings in the New World. 


Royal Mint 

All Canadian coinage is made on 
these premises by a staff of over 200 
people. A visit will be arranged. 
Mounties guard the gates of the Mint 
around the clock. A visit to the Mint 
makes up a fascinating hour to any- 
one interested in money. 


Rideau Hall 

The grounds of this estate belong- 
ing to Her Majesty the Queen’s rep- 
resentative in Canada, the Governor 
General, are open to the visitor. 


Home of the Royal Canadian 
Mounted Police 

This colorful establishment is one 
of Canada’s two depots for training 
the famous Mounted Police personnel 
and recruits. Modern stables house 
over 200 horses famous for the Musi- 


cal Ride. There is a scientific crime 
detection laboratory also open to the 
public. 


Laurier House 

This historic place was occupied 
throughout half a century by two of 
Canada’s great Prime Ministers. The 
home and all its contents, including 
articles of public and personal inter- 
enst, were bequeathed in trust by 
William Lyon MacKenzie King to the 
people of Canada. 


National Museum 
This is primarly a museum of na- 
tural resources and natural history, 





but it also contains an extensive ex- 
hibit of Indian and Eskimo crafts. 
There are many tableaux of wild 
animals and birds. In the great fossil 
hall stand mounted skeletons, restor- 
ations of armoured dinosaurs and pre- 
historic reptiles that roamed North 
America 60,000,000 years ago. 


National Gallery 

Do not leave the museum without 
a visit to the Nation’s Art Gallery 
located in the same building. All per- 
iods of world art are well represented, 
and the collection includes examples 
from the various schools of art and 
nearly all the great masters, as well 
as examples of the best in Canadian 
art. 


Experimental Farm 

Located within the city proper, this 
farm contains 1,100 acres and has 
been used since 1866. There are fam- 
ous rock gardens and ornamental 
hedges and an arboretum containing 
species of thousands of trees from 
throughout the world. The Dominion 
Observatory, from which Canada gets 
its solar time, is situated on the farm. 
Visitors should also visit the agricul- 
tural museum here. 


Driveway 
There are over 33 miles of beauti- 


driveways on which the visitor will be 
taken to see the Capital of Canada. 
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9:00 a.m. 
10:00 a.m. 
1:30 


or 


2:00 p.m. 
9:00 p.m. 








8:30 a.m. 
9:15 a.m. 





to 


10:00 a.m. 
10:30 a.m. 


12:15 p.m. 


2:15 p.m. 


4:15 p.m. 


6:00 p.m. 


Ontario Association of R 


35th Annual Conference — Chateau La 


Program 


SUNDAY, MARCH 10, 1957 


Registration Desk opens 


Directors Meeting 
Bus tour of Ottawa 


Informal Reception - Drawing Room 


MONDAY, MARCH 11, 1957 


Registration Desk opens 


Opening sessions - Convention hall 

Call to order - Roy Wymark, Conference Chairman 

Invocation - Rev. Howard Box 

Welcome to Conference - F. N. McFarlane, President of Ottawa Board 
Welcome to Ottawa - George Nelms, Mayor of Ottawa 

Annual Report - H. W. Follows, Secretary-Treasurer of O.A.R.E.B. 
Chairman - Roy Wymark. 


President's Address - C. R. Whitney 


Business Session - Convention Hall 
Speaker - Fred B. Huebenthal 
Subject - "What's Ahead For Real Estate?" 


President's Luncheon - Ballroom 

Report of Regional Directors 

Presentation of Achievement Award - Murray Bosley 
Chairman - C. R. Whitney 


Round tables 

31 Moderator - Harvey Keith 

+2 Moderator - G. Todd 

33 Moderator - Harry LePage 

+4 Moderator - B. Kelly 

All moderators will deal with all four phases of real estate as follows: 

listings, advertising, financing, selling. ¢ 


Reception - Chaudiere Club 


Dinner - Entertainment - Dance - Floorshow 


ot Real Estate Boards 
au Laurier, Ottawa — March 10-11-12 


Program 
TUESDAY, MARCH 12, 1957 


8:30 a.m. Registration Desk opens 


9:00 a.m. Business Session - Convention Hall 
Speaker - Arthur A. May - “Demonstration: Residential Appraiser" 


11:15 a.m. Business Session - Convention Hall 
Chairman - C. R. Whitney 
Amendments to by-laws - P. H. McKeown 
Resolutions - P. H. McKeown 
Election of Officers - Bert Katz 


12:30 p.m. Luncheon - Ballroom 
Speaker - Ross Strike 
Chairman - Norman McFarlane 


2:30 p.m. Interview Program 


Personnel to be Interviewed: Stuart Bates 
Angus McClaskey 
Mr. Duffett 
Dr. O. Firestone 
Subjects—Monetary Conditions 
Housing Finance 
Planning Problems of Tomorrow 
Population and Urban Development 
Future of Canada 
Interviewers—Murray Bosley 
F, H. Bacque 
P. J. Harvey 
E. N. Rhodes 
Bert Katz 


4:30 p.m. Unfinished Business 


4:30 p.m. Board Presidents and Secretaries and Directors Seminar - P. J. Harvey 
Chairman - C. R. Whitney 


6:00 p.m. Reception - Drawing Room 





7:00 p.m. Banquet - Ball Room 
Speaker - Rev. Dr. Findlay Stewart 
Subject - "Head, Heart and Hustle" 
Presentation of C. K. Jutten Trophy 
Installation of Officers 
Chairman - C. R. Whitney 
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SASKATCHEWAN 
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PROFILE 





Harry D. Link 


Saskatoon 


When you meet Harry Link, presi- 
dent of the Saskatchewan Real Estate 
Association, you meet a man who 
chose selling as a career before he 
reached his teens. 

Born in Saskatchewan in 1918, 
Harry was raised and received his 
education in that province. Except 
for the war years, he has lived and 
worked there and has great faith in 
its future. 

When he left school he started sell- 
ing on straight commission and has 
worked on that basis ever since. It 
seems to him that commission selling 
presents a challenge; when he selects 
sales personnel, he favors those who 
are not used to a fixed salary. 

Harry joined the R.C.A.F. in 1941 
and went overseas a year later as a 
Pilot Officer air gunner. Attached to 
the R.A.F., he was awarded the 
George Medal in 1943 and was men- 
tioned in dispatches for organization- 
al ability in 1945. 

In 1944 Harry married Joan Hutch- 
by from Nottingham, England. He 
was discharged from the Air Force 
in 1945 as a Flight Lieutenant, and 
returned to Saskatchewan to work 
as a retail hardware salesman (he 
later bought a half interest in the 
business). 
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Real Estate 
Association 


In 1948 a specialty firm assigned 
him a sales job, so he returned to 
the road. 


Koyl Agencies, one of Saskatoon’s 
largest real estate firms, attracted 
Harry to their staff in 1952. Soon he 
was sales manager for the firm. 


He opened his own company, Capi- 
tol Real Estate, two years later in 
Saskatoon. Now it has expanded and 
has two partners and a staff of five, 
with Harry as president. 

A great deal of his effort is de- 
voted to the cause of real estate. He 
serves as a director of the Saskatoon 
co-op, and is vice-president of the 
Saskatoon Board. These positions are 
in addition to his duties as president 
of the provincial Association. 


Harry’s community interests are 
broad and keen, and include member- 
ship in the Associated Canadian Tra- 
vellers, Masonic Lodge and_ the 
Legion. He is a past president of 
Legion No. 209. 


More recently his interests have 
spread into civic affairs, where alert 
participation has spurred his concern 
for people and their welfare. Harry 
says, “After a fellow provides food 
and clothing for his dependents, his 
next thought is for shelter. A realtor, 
being experiencedd in handling resi- 
dential sales, can render a real and 
worthwhile service to the public.” 


S.R.E.B. Brief to Government 

We outlined last month the changes 
recommended by the Saskatchewan 
Association to the provincial govern- 
ment, to be made in the Real Estate 
Agent’s Licensing Act. 


Association President Link has said 
that the delegation was assured by 
Hon. R. Brown, provincial secretary, 
that his department would strongly 
recommend to the cabinet that some 
of the suggested amendments be in- 
corporated into the Act. There were, 
however, others that he felt required 
further investigation and consider- 
ation. 


Members of the Association dele- 


EXECUTIVE COMMITTEE 


President—H. D. Link, Saskatoon. 
Ist Vice-President—Ed Bennett, Regina. 


2nd Vice-President—W. D. Taylor, 
North Battleford. 


Directors: C. G. Langrill, Yorkton; W. J. 
Johnston, Swift Current; Mrs. Fern Pave- 
lick, Prince Albert; G. Medhurst, Wilkie; 
Mrs. Helen McDonald, Regina; R. P. 
Klombies, Saskatoon; Ed Hudson, Moose 
Jaw. 


Secy.-Treas.—L. Wickett, Saskatoon. 


Publicity Chairman—Mrs. Bernice Norman, 
Saskatoon. 


gation included, besides Mr. Link, C. 
Langrill, Yorkton, chairman of the 
arbitration committee; C. Mahon, 
Regina, chairman of the legislation 
committee; B. Taylor, North Battle- 
ford, vice-president of the Associa- 
tion; and L. Wickett, Saskatoon, 
S.R.E.A. provincial secretary. 


CAREB Spokesman Skeptical of 
Effectiveness of NHA Rate Rise 

The federal government’s increase 
in the interest rate on NHA mort- 
gages cannot fail to be inflationary, in 
the opinion of Murray Bosley, chair- 
man of the publicity committee, 
Canadian Association of Real Estate 
Boards. 

The move was dictated by political 
necessity, Mr. Bosley believes. Not 
only does it push up the price of the 
product, but it raises the income re- 
quirements of would-be home owners. 
It could contribute to further demands 
for higher wages by labor. 


Increasing the rate from 5% per 
cent to six per cent narrows the gap 
between the return on NHA mort- 
gages in comparison with the return 
on conventional mortgages, Mr. Bos- 
ley feels. Therefore it will have the 
effect of channelling more money into 
NHA loans, thus bringing about more 
housing starts. 

But it remains to be seen, he says, 
how long this new differential be- 
tween NHA and conventional rates 
will remain effective. He does not ex- 
pect the great land development 
schemes which have been sidetracked 
in recent months to spring to life as a 
result. A great many municipal prob- 
lems require digestion and the present 
economic lull seems to him to be an 
appropriate time for this to take 
place. 


Meanwhile, there will be growing 
competition amongst realtors _in- 
terested in selling NHA-financed 
houses to the relatively small per- 
centage of the population which can 
afford them. 





Alberta Association Convention 

The Alberta Real Estate Associa- 
tion announces that plans are now 
being finalized to hold a one-day 
convention on Saturday, March 16, 
in the MacDonald Hotel, Edmonton. 
The tentative program provides for 
a morning business session with the 
afternoon devoted to an address to 
be delivered by a prominent Ameri- 
can realtor. 


Registration at Red Deer for the 
1956 Convention exceeded 200, and 
indications are that better than 300 
will attend the March 16 sessions. 


Calgary 

The Calgary Real Estate Board 
held its first monthly meeting in the 
Palliser Hotel on December 21. The 
move to Calgary’s largest hotel was 
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sales staff when you use the 
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Real Estate 
Association 


necessitated by greatly increased at- 
tendance. The cost of this monthly 
luncheon is $2 each; however the 
Calgary Board has announced that 
the luncheon will be subsidized to the 
extent of $1 per person by the Board 
itself. 


The December monthly luncheon 
meeting of the Calgary Board was 
high-lighted by a $64,000 type of 


question program, the questions being 
based on the Alberta Real Estate 
Act, the Real Estate Salesman’s 
Handbook and the rules and regula- 
tions of the Calgary Board itself. 


Education Committee 

The Alberta Real Estate Associa- 
tion’s education committee have an- 
nounced tentative plans for a Uni- 
versity of Alberta-sponsored Work- 
shop in advanced real estate practice 
and principles. The Workshop will be 
held in the MacDonald Hotel, Edmon- 
ton, and at the Palliser Hotel, Cal- 
gary, as well as the Marquis Hotel 
in Lethbridge if sufficient interest is 
indicated. The fee for the one-week 
concentrated course will be $50 per 
person, and will be conducted by a 
prominent American real estate lec- 


EXECUTIVE COMMITTEE 


Aubrey M. Edwards, President, Calgary 

J. N. Winterburn, vice-president, Edmonton 
Directors: E. Jackson, Calgary; E. Sanders, 
Calgary; H. Milstad, Edmonton; R. Grierson, 
Edmonton; J. Rushfeldt, Delburne; L. Coward, 
Lethbridge; E. A. Wiseman, Red Deer. 


turer in 
solicitors. 


conjunction with Alberta 


The course will consist of discus- 
sions on advanced brokerage includ- 
ing trade-ins, lease-backs, percentage 
leasing, real estate law, etc. Registra- 
tion is limited to 40 persons per 
course in order that the maximum 
benefit may be obtained by those at- 
tending. 


Salesmen's Course 

The first primary course for sales- 
men has recently concluded in Cal- 
gary; 48 students made up the first 
course and these were selected from 
salesmen licensed since April 1, 1956. 
The course consisted of 24 hours of 
study made up of eight three-hour 
morning sessions. An examination 
based on the lectures was conducted 
on the ninth morning and all students 
taking the course received free of 
charge a bound copy of the primary 
course prepared at the expense of the 
Board. 


In view of the intense interest in 
this initial course it is planned to run 
a series of similar courses early in 
1957. 


~«——_ anes TO CORT 


Victoria 

The Real Estate Board of Victoria 
held its November luncheon at the 
Empress Hotel, when the guest 
speaker was R. W. Lenington, execu- 
tive-secretary of the Seattle Real 
Estate Board. This luncheon had a 
record attendance, there being 165 
present. 


Filled with enthusiasm for the job 
of selling property, Mr. Lenington in- 
fected his audience with his dramatic 
exposition of what salesmen ought, 
and ought not, to do. 


In selling it was often the little 
things that made the difference. 
“There is not a great deal of differ- 
ence between “chump” and “champ” 
in salesmanship”, he said. 


Mr. Lenington, however, was able 


to show that the troubles that affect 
the real estate industry in Victoria 
are practically the same as those be- 
setting Seattle. Tight money, with 
the consequent difficulty of securing 
mortgage loans, and the problem of 
handling conversion of old property, 
were common to both Victoria and 
Seattle. Despite this, however, the 
United States expects 1957 to be an- 
other big year of building, bigger even 
than 1956. It is predicted that con- 
struction in 1957 in the U.S. will total 
about $47 billion. Mr. Lenington said, 
“If we have a big year, we can as- 
sume you can look for one, too.” The 
tightness of money for mortgages 
was due to the keen competition for 
money from other borrowers and one 
of the problems in selling real estate 
is the comparatively low savings 
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ratio. In 1944 in the U.S. 24 per cent 
of income was in savings; today it is 
about six per cent. 





























































“One of the realtor’s big efforts 
must be to convince people of the de- 
sirability of buying real estate’, he 
said. “You have also to go out and 
fight for your share of the mortgage 
money.” He added that in the United 
States the growth of pension funds 
might be expected to provide a new 
source of revenue for mortgages. 


Another interesting point brought 
out by Mr. Lenington was the experi- 
ence of Miami, Florida where, after 
it had put multiple listing into prac- 
tice, it set up an appraisal commit- 
tee. That group appraised 200 houses 
and reported back that, on an aver- 
age, the 100 houses which had been 
sold on the open market brought a 
price approximately 212 per cent be- 
low the committee’s appraisal, and 
of the 100 houses sold through mul- 
tiple listing, the selling price was ap- 
proximately 244 per cent higher than 
the group’s valuation—the difference 
being close to 4.71 per cent 


Mr. Hubert Lethaby, on behalf of 
the members, expressed appreciation 
of Mr. Lenington’s address, and we 
look forward to having this speaker 
with us again. 


Maisons de 2 4 4 Logements 
(Continué de page 7) 
* 


des automobiles des locataires. Le 
meilleur article est un garage, le mini- 
mum un bon stationnement privé avec 
prise de courant. Si les locataires 
tiennent a laver leur linge eux-mémes 
le nécessaire doit leur étre fourni dans 
le sous-sol et la cour arriére. 


Enfin pour le propriétaire occupant, 
homme-clef de lentreprise, il faut 
prévoir un beau grand logement com- 
mode et confortable. 


Pour revenir au coté financier le 
revenu net de la propriété doit justi- 
fier le montant de prét et les perspec- 
tives de durée de ce revenu doivent 
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étre aussi favorables qu’on peut en 
juger au moment de la transaction. 


En établissant le revenu net d'une 
maison de deux a quatre loge- 
ments occupée par son propriétaire 
il semble raisonnable d’attribuer un 
loyer généreux au logement du pro- 
priétaire. Il faut souvent estimer 
dans ces la car il n’existe pas telle- 
ment de grands logements de ce 
genre occupés par des locataires pay- 
ants dont les loyers pourraient four- 
nir des points de repére. En estimant 
le loyer du propriétaire il ne faut pas 
oublier que son logement est non 
seulement un abri mais un instrument 
avec lequel il se sera gagné au bout 
de X années une maison a revenus 
libre de dette.. Cela représente une 
valeur en argent. 


Du coté des frais d’exploitation il 
semble qu’un total d’environ 30% de 
ce qui reste du revenu brut, déduction 
faite des pertes de loyers anticipées, 
(effective rental) serait dans l’ordre 
a Québec actuellement. Cela est 
beaucoup moins que le pourcentage 
correspondant dans une conciergerie, 
mais dans la maison de deux a quatre 
logements la présence du_ proprié- 
taire occupant est un facteur d’éco- 
nomie. 


En choisissant un taux de dépréci- 
ation avant d’arriver au revenu net, 
a cause du propriétaire occupant, il 
semblerait permis de réduire frac- 
tionnellement le taux normal. 


Ici je souligne qu'il s’est agi de 
propriétés neuves. 


Voici maintenant un relevé de 49 
préets sur maisons de deux a quatre 
logements consentis pendant les huit 
derniéres années. Ces préts ont été 
faits dans 10 localités de la province 
et sont encore en vigueur. Ils seront 
examinés successivement sous cing 
chefs. 


1) Arrérages 

A la fin de 1955 aucun de ces 49 
comptes n’était en souffrance, pas 
méme d’un mois. I] en est encore 
ainsi. 

Comme comparaisons: La Société 
Centrale d’Hypothéques et de Loge- 
ment rapporte qu’a la méme époque 
15% de ses préts conjoints étaient en 
souffrance de trois mois. Pour ses 
préts directs la Société rapporte un 
taux de 27%. Une compagnie cana- 
dienne rapporte 11%. La Société 
Centrale encore pour les loyers sur 
ses propriétés rapporte des arrérages 
de 27% du montant da. 

Au sujet de ces 49 préts on peut 
attribuer au hasard, a la prospérité 
générale, ou a la petitesse du groupe 
leur bonne figure en fin de 1955. Je 





puis vous dire qu’il en est de méme a 
année. Si tout le monde payait 
comme ces 49 propriétaires occupants 
la perception serait facile. Souhaitons 
que ca continue. 


2) Entretien, Dépréciation 
physique 

Ces 49 maisons n’ont pas été in- 
spectées spécialement pour le présent 
travail mais sont vues périodiquement 
et semblent en bon ordre depuis trois 
ans. Auparavant deux propriétaires 
avaient négligé la peinture extérieure 
et il avait fallu intervenir auprés d’un 
d’eux. I] avait une excuse a ses yeux. 
Dans un autre cas un mur de brique 
a du étre refait. Il y avait du gra- 
buge entre vendeur et acheteur. Par 
ailleurs plusieurs propriétaires occu- 
pants ont grandement amélioré leurs 
propriétés depuis la construction. 


3) Dépréciation fonctionnelle 

Neuf de ces maisons pourraient 
étre assez fortement dépréciées a 
cause d’un extérieur peu attrayant et 
d’une disposition des piéces sans ori- 
ginalité si elles n’étaient pas situées 
dans des quartiers ou cela est assez 
général, ce qui retardera peut-étre le 
dommage. 


Dix n’ont pas de chauffage central. 
Six ont des escaliers extérieurs. 


Quand je parle ici de neuf, 10, et 
six il s’agit en réalité de pas plus que 
10 maisons dont certaines ont deux 
ou trois dépréciations fonctionnelles. 
Ce sont tous des préts moins récents. 


Une, qui contient deux logements, 
déprécie son terrain, qui mériterait 
un immeuble plus considérable. 


4) Dépréciation économique 

Six de ces maisons sont dans quar- 
tiers apparemment voués au déclin 
plutot qu’au progrés. Elles font aussi 
partie des 10 déja mentionnées. 


La seule explication qui peut étre 
offerte au sujet de ces dépréciations 
fonctionnelle et économique est que 
les préts furent faits 4 une époque ou 
la crise du logement était aigue et ot 
il fallait agir vite. Ce sont des préts 
Loi Nationale qui grévent ces 10 pro- 
priétés. 


5) Ventes, Valeur marchande 

La valeur marchande de ce groupe 
de maisons s’est maintenue. Elles ont 
fait l'objet de 28 ventes, quelques unes 
ont été vendues jusqu’a trois fois. Les 
prix ont dépassé prévisions et espér- 
ances, atteignant jusqu’a 10 fois le 
loyer annuel brut. 


Ces remarques sont incomplétes et 
peu reliées 4 cause d’une expérience 
plutot limitée de la maison de deux 
a quatre logements. Elles vous sont 
donc offertes sous toute réserve. 
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Opportunity for 
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Illustrated above is the huge new Dominion market in 
Cloverdale Mall west of Toronto, with the modern mech- 
anical parcel pick-up station inset. This is one of over 
40 new markets opened in the past year and a half. 


SHOPPING CENTRE DEVELOPERS 


Dominion Stores Limited is Canada’s most pro- 
gressive retail food chain, with more than 320 
stores from coast to coast. In the last full fiscal 
year, sales totalled $220 millions compared with 
$157 millions in the previous year, an increase 
of more than 40%. The first six months of the 
current year saw a continuation of this remark- 
able progress, demonstrating steady growth of 
public confidence and customer satisfaction. 


Shopping centre developers, real estate brokers, 
landowners and builders are invited to partici- 
pate in Dominion’s sound growth. We are look- 
ing for sites for large, modern new supermarkets, 
in communities all across Canada. We are inter- 
ested in shopping centre developments, or in 
leasing supermarkets built to our specifications, 
or in lands which we can purchase outright and 
develop under our sale and leaseback programme. 


For Complete Information, Phone or Write 


We 


REAL ESTATE DEPARTMENT 


DOMINION STORES LIMITED 


605 ROGERS RD., TORONTO, ONT. 


3401 BEDFORD RD., MONTREAL, QUE. 
734 SEVENTH AVE. W., CALGARY, ALTA. 
RE-IT 


100 SACKVILLE ST., HALIFAX, N.S. 





